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This  is  the  time  of  year  when  individuals  want  time  off 
from  work  to  take  their  families  on  vaeation.  More  soldiers 
have  been  killed  in  privately  owned  vehicle  accidents  than 
any  other  type  of  accidents. 

Planning  for  a trip  is  not  just  packing  clothes  and  necessi- 
ties; it  also  calls  for  planning  your  route,  preparing  the  car, 
and  expecting  the  unexpected.  Planning  prevents  injuries. 

First  of  all,  you  should  have  your  vehicle  inspected  by  a 
certified  mechanic  to  ensure  it  is  in  excellent  operating 
condition.  Have  the  following  checked: 

* tires  (including  spare) 

* brakes 

* battery 

* lights 

* windshield  wipers 

* muffler  and  exhaust  system 

You  should  also  have  an  emergency  kit  handy  should 
there  be  a need.  It  should  include: 

* basic  tools 

* jack 

* spare  fuses 

* flashlight  and  flares 

* first-aid  kit 

Fatigue  is  a major  accident  cause,  and  it’s  deadly. 
Weekend  passes  taken  to  go  home  or  on  small  vacations  are 
likely  to  end  in  tragedy.  A driver  is  vulnerable  to  the  effects 
of  fatigue  after  driving  long  distances  in  heavy  traffic. 

It  is  recommended  that  a 1 0-minute  break  be  taken  after 
every  two  hours  of  travel,  thus  preventing  you  from  falling 
asleep  at  the  wheel.  Switching  drivers  before  fatigue  sets  in 
helps  avoid  accidents.  Opening  the  car  windows  or  drinking 


coffee  will  not  work.  You  must  plan  rest  stops  into  long 
trips.  Get  a good  night’s  rest,  then  go  on  your  way. 

You  may  not  want  an  accident  to  happen,  but  it  will  if 
you  show  any  of  the  following  signs  of  fatigue: 

* headache 

* loss  of  appetite 

* impatience  and  irritability 

* inability  to  make  decisions 

* inability  to  focus  on  task  at  hand 

* poor  personal  hygiene 

* outright  physical  exhaustion 

Now  that  you  are  highway  bound,  several  things  to 
keep  in  mind: 

* It  is  a proven  fact,  safety  belts  save  lives  and 
protect  against  major  injuries.  AR  385-55,  para  3-2b 
requires  soldiers  to  wear  safety  belts  at  all  times,  on  and 
off  Army  installations,  while  driving  or  riding  in  a POV. 
Chances  are,  the  one  time  you  don’t  buckle  up  could  be 
the  one  time  you  wish  you  had. 

* stop  frequently  for  coffee  and  mild  exercise 

* play  radio  at  intervals  to  assist  in  keeping  alert 

* stay  in  right-hand  lane  except  when  passing 

* adjust  speed  to  road  and  traffic  conditions 

* always  keep  your  gas  tank  at  least  half  full 

* obey  all  traffic  laws;  exercise  all  possible  courtesy 
to  other  drivers 

The  risk  of  being  hurt  while  on  vacation  is  ex- 
tremely high.  Vacations  are  typically  short  in  duration, 
long  in  anticipation.  Use  your  time  wisely  and  plan 
ahead  to  enjoy  a safe,  ftin-filled  vacation. 

Remember,  you  are  our  greatest  asset, 
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Thoughts  on  the  4th  Quarter  Mission 


Greetings  from  Fort  Knox, 

Kentucky.  It’s  summer  and 
summer  is  a time  of  change.  Three 
of  our  brigade  commanders  and 
countless  battalion  commanders 
will  change  command  between 
June  and  September.  ^ 

Change  is  natural,  and  with  change  comes  innovation, 
energy,  and  commitment.  As  we  bid  farewell  to  our  old 
friends  and  hail  to  our  new  leaders,  other  changes  will 
also  greet  our  recruiting  force. 

I recently  conducted  a meeting  with  USAREC  com- 
manders in  San  Antonio,  Texas.  One  of  the  major  topics 
of  discussion  was  assignment  of  the  mission  to  brigades, 
battalions,  and  companies.  At  the  request  of  the  brigade 
commanders,  during  the  4th  quarter  we  will  change  from 
the  current  CLEMM  missioning  model  to  what  is  com- 
monly referred  to  as  the  “80-20”  model. 

I approved  the  current  mission  splits  based  on  the 
commanders’  recommendation.  Additionally,  we  took 
out  the  padding  and  included  only  a small  DEP  build-to 
and  DEP  loss  factors.  Your  commanders  can  explain  the 
specifics,  but  you  will  notice  a 4th  quarter  mission  that  is 
substantially  reduced  and,  in  fact,  is  the  minimum  number 
that  we  must  achieve  to  ensure  success. 

While  history  has  shown  providing  this  more  realistic 
mission  means  a decrease  in  overall  production,  your 
brigade  commanders  have  assured  me  that  this  will  not 
be  the  case.  I reduced  the  4th  quarter  mission  to  the 
absolute  minimum  to  allow  all  of  us  to  see  realistic 
success.  The  intent  is  not  to  meet  mere  minimums,  but  to 
give  all  recruiters  the  opportunity  to  overproduce  and 
regain  mission  success. 


Two  points: 

1 . The  key  is  prospecting.  As  you  read  in  the  March- 
April  Recruiter  Journal  Sales  Tips  (page  5),  the  key  is 
“not  a great  sales  personality,  experience,  loyalty,  prod- 
uct knowledge,  or  even  superior  sales  skills,  although  all 
of  these  help....  The  single  characteristics  shared  by  the 
most  successful  sales  people  is,  simply,  this:  that  they 
initiate  contact  with  prospective  buyers  in  greater  num- 
bers than  those  who  are  not  as  successful.”  Prospect, 
then  prospect  some  more,  and  when  you  think  you’re 
done  prospecting,  try  prospecting  again.  The  results  are 
in  the  numbers.  The  more  contacts  you  make,  the  more 
contracts  you  write. 

2.  Our  Nation  and  our  Army  needs  your  best  effort 
now.  The  Army’s  endsfrength  is  critical  to  our  national 
military  strategy,  and  your  efforts  this  year  will  have  a 
direct  impact  on  that  endsfrength.  I am  concerned  about 
an  attitude  that  says  making  mission  is  enough.  It  is  not 
enough.  Winners  always  aim  for  the  max  - we  are  a 
winning  team  and  our  team  - the  Army  - is  counting  on 
us. 

I wish  you  all  success  and  hold  you  firmly  accountable 
for  this  mission. 

Be  all  you  can  be! 
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From  the  Commander 


A job  well  done 

This  year,  two  of  our  recruiters  experienced  the  Legislative 
process  at  first  hand,  when  they  were  recruiter  representatives 
before  three  hearings  conducted  by  Congress  during  February 
through  April  1999.  SFC  Monica  Duncan-Boney,  from  the  St. 
Louis  Recruiting  Battalion,  represented  all  Army  recruiters 
during  the  Senate  and  House  Armed  Services  Subcommittee 
hearings.  SFC  Thomas  Krech,  from  El  Monte  Recruiting  Station, 
Los  Angeles  Recruiting  Battalion,  spoke  before  the  Veterans 
Affairs  Subcommittee  on  benefits.  Both  recruiters  articulated 
that  recruiting  is  a tough,  demanding  job,  and  that  it  is  difficult 
to  compete  with  businesses  offering  pay  and  benefits  packages 
that  are  competitive  with  what  the  military  provides  new 
recruits.  They  also  spoke  of  how  important  the  educational 
benefits  are  as  a recruiting  incentive. 

When  I testified  at  all  three  hearings,  I emphasized  that  most 
qualified  youth  today  have  many  employment  and  schooling 
opportunities,  while  living  in  a stable  economy.  I told  the 
Subcommittees  that,  ironically,  what  is  good  for  the  nation  — 
low  unemployment,  increased  educational  opportunities  and  a 
perceived  decrease  in  the  national  security  threat  — makes  our 
recruiting  mission  more  challenging  and  intense.  I also  explained 
to  Congress  some  of  the  barriers  you  face: 

* Our  nation  is  experiencing  its  longest  sustained  economic 
growth  in  30  years,  offering  greater  opportunities  and  choices  to 
today’s  youth. 

* Youth  unemployment  is  at  its  lowest  in  the  history  of  the 
All-Volunteer  Force. 

* Two-thirds  of  our  high  school  graduates  are  going  directly 
to  college-this  is  the  highest  rate  in  history. 

* There  is  also  a declining  number  of  influencers  who  have 
served  in  the  military.  Today,  only  6 percent  of  our  nation’s 


All  of  the  Armed  Forces  recruiting  chiefs  testified 
before  the  House  and  Senate  Armed  Services 
Committees.  MG  Evan  R.  Gaddis  (far  right)  spoke  on 
behalf  of  Army  recruiting  and  emphasized  the 
challenges  of  recruiting  during  this  period  of  economic 
prosperity. 

population  under  the  age  65  have  military  experience. 

* The  military-civilian  pay  gap  is  estimated  at  1 3 percent. 

During  the  hearings  on  veterans  educational  benefits,  SFC 
Krech  stated  that  increased  educational  benefits  are  good  for 
the  nation  and  America’s  youth.  The  changes  proposed  by 
congressional  bills  will  significantly  help  serviee  members  to 
attend  and  pay  for  college  and  will  assist  in  recruiting.  However, 
1 believe  1 made  it  quite  clear  to  Congress  that  the  enhance- 
ments to  the  Montgomery  G1  Bill  would  effectively  eliminate  the 
Army’s  recruiting  competitive  edge,  the  Army  College  Fund.  1 
also  voiced  my  concerns  throughout  all  the  hearings  about 
recruiter  quality  of  life,  lack  of  medical  support,  and  the  need  for 
a sufficient  pay  raise  for  soldiers. 


1 was  very  proud  of  our  two  recruiters 
during  the  testimony.  They  articulated  what 
needed  to  be  said  before  the  Subcommittees 
and  they  represented  you,  their  fellow  recruit- 
ers, well.  Their  statements  to  Congress  were 
well  received  and  influential  in  clarifying  the 
recruiting  environment  and  what  impact 
congressional  changes  will  have  upon  the 
Army. 

To  SFC  Monica  Duncan-Boney  and  SFC 
Thomas  Krech,  the  Recruiting  Command  and 
the  Army  owe  you  a debt  of  gratitude. 

“Well  Done.’’  25 

SFC  Thomas  Krech  (right),  El  Monte 
(Calif.)  Recruiting  Station,  testified 
before  Congress  on  the  Army’s 
educational  benefits  and  how  those 
benefits  work  as  a recruiting  incentive. 
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Announcement  of  New 
Enlistment  Options 

1.  References: 

a.  AR  60 1-2 10,  Regular  Army  and 
United  States  Army  Reserve  Enlistment 
Program,  dated  28  Feb  95. 

b.  Operational  Changes  to  AR  601-21 0, 
dated  1 Apr  99. 

c.  US AREC  Regulation  601-96, 
Guidance  Counselor  Procedures, 
dated  31  Oct  98. 

d.  ALARACT  Message  043/99 
dated  12 1522Z  May  99. 

e.  USAREC  Message  99-041, 
dated  08 1 800  Jun  99. 

2.  This  is  a retransmission  of  a previous 
message  in  regards  to  the  new  enlistment 
options  above  with  some  clarifications.  All 
clarifications/additions  in  this  message  will 
be  denoted  with  an  asterisk  (*).  Reference 
above  is  rescinded  upon  release  of  this 
message.  In  addition,  the  forms  released 
with  the  previous  were  for  information  only. 
They  will  not  be  utilized  for  processing. 
Actual  forms  were  forwarded  through 
distribution  on  2 Jun  99. 

3.  Purpose  of  this  message  is  to  announce 
three  new  enlistment  options  added  to  AR 
601-210,  Chapter  9.  Those  options  are: 

a.  US  Army  Unassigned  Training 
Enlistment  Option  (REQUEST  option  5). 

b.  US  Army  English  Comprehension 
Enlistment  Option  (REQUEST  option  6). 

c.  US  Army  Buddy  Team  Enlistment 
Option  (REQUEST  option  7). 

4.  Implementation  of  this  change  will  be 
effective  upon  REQUEST  availability,  and 
will  remain  in  effect  until  AR  601  -2 1 0 is  re- 
vised or  HQDA  rescinds  this  message.  We 
will  announce  availability  as  soon  as  it  oc- 
curs. 

5.  US  Army  Unassigned  Training  Enlist- 
ment Option  (REQUEST  Option  5): 

a.  This  option  is  available  to  qualified 
applicants  without  prior  service  enlisting 
for  three  or  more  years  who  are  not  quali- 
fied for  any  currently  available  option/ 
MOS,  or  do  not  desire  to  select  another 
option.  These  applicants  will  enlist  with- 
out a specific  guarantee  of  an  MOS. 

b.  These  individuals  must  meet  basic 
eligibility  criteria  prescribed  in  chapter  2 of 
AR  60 1 -2 1 0 and  they  must: 

(1)  NFS  must  have  a minimum  of  two 
aptitude  area  scores  of  90  on  the  ASVAB 
test  (excluding  the  GT  score).  ( Excluding 
CO,  FA,  and  GT  for  females). 
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(2)  MOS  criteria  waivers  will  not  be 
granted. 

(3)  * All  quality  caps  and  RUDEP 
constraints  in  effect  at  time  of  enlistment 
must  be  adhered  to. 

c.  Enlistment  for  this  option  carries 
with  it  no  guarantee  or  implied  promise  that 
the  applicant  will  be  assigned  to  a specific 
MOS  training,  duty  or  location,  regardless 
of  any  personal  qualifications,  previous 
training,  job  experience,  or  personal  desires. 

d.  Normal  processing  procedures  of 
AR  601-210  chapter  5 apply.  In  addition, 
guidance  counselors  will  obtain  a reser- 
vation for  MOS  09B  (Basic  Trainee)  via  RE- 
QUEST for  all  applicants.  Advise  appli- 
cants that  during  basic  training  an  MOS 
(AIT)  training  seat  will  be  assigned  by 
PERSCOM,  and  the  applicant  informed  of 
their  assigned  training.  This  option  may 
be  combined  with  Program  9C,  United 
States  Army  Incentive  Enlistment  Program, 
provided  the  applicant  is  qualified. 

e.  Guidance  counselors  will  ensure  that 
proper  entries  are  made  on  DD  Form  1 966 
series,  and  appropriate  DA  Forms:  DA 
Form  3286-59  and  3286-67  at  DEP-In;  DA 
Form  3286-63  and  USAREC  Form  1 1 82  (Ad- 
dendum to  DA  Form  3286-63),  along  with 
any  additional  required  forms,  at  DEP-Out. 
Ensure  that  the  applicant  fully  understands 
the  implication  associated  with  this  option. 
Applicant  will  be  required  to  read  and  ac- 
knowledge his  or  her  understanding  of  this 
enlistment  program  by  signing  the  appro- 
priate block  under  “Authentication”  of 
USAREC  Form  1 1 82.  The  GC  will  complete 
the  remainder  of  this  section,  witnessing 
the  applicant’s  signature.  The  GC,  by  sign- 
ing this  form,  indicates  that  he  or  she  has 
provided  all  information  required  under  pro- 
visions of  this  program.  All  statements  that 
require  the  applicant  to  initial  verifying  they 
have  either  viewed  the  MOS  video  or  read 
the  job  description,  will  be  annotated  with 
“N/A”. 

f Each  enlistee  must  be  fully  aware  of 
the  statements  they  are  acknowledging, 
and  must  be  given  adequate  time  to  read 
and  ask  questions. 

6.  U.S.Army  English  Comprehension 
Enlistment  Option  (REQUEST  Option6). 

a.  This  option  is  open  to  all  qualified 
applicants  without  prior  service  who  do 
notcomprehend  the  English  language  pro- 
ficiently. This  will  allow  individuals  who 
do  not  possess  the  basic  skills  to  enlist  in 
the  Regular  Army  unassigned  and  attend 


the  English  Language  Training  Program. 
These  individuals  must  enlist  for  four  years. 
*This  option  is  an  expansion  of  an  already 
existing  program.  This  option  was  previ- 
ously available  to  applicants  in  Puerto  Rico 
under  certain  condition.  This  option  will 
be  available  world  wide  without  the  addi- 
tional conditions  previously  required.  This 
does  not  include  American  nationals  who 
have  lived  here  all  of  their  life  and  did  not 
score  well  on  the  ASVAB  because  we  feel 
they  do  not  comprehend  our  language  ef- 
fectively. 

b.  These  individuals  must  meet  basic 
eligibility  requirements  1 AW  AR  60 1 -2 1 0, 
chapter  2.  In  addition,  the  following  modi- 
fications are  employed: 

(1 ) Attain  an  Armed  Forces  Qualifica- 
tion Test  (AFQT)  score  of21-49  on 
theASVAB.  (Note:  Applicants  with  a 50 
AFQT  or  higher  will  be  enlisted  for  any 
program  they  qualify  for,  to  include  those 
applicants  required  to  attend  the  English 
Training  Program.  DO  NOT  use  ECEO  for 
applicants  with  an  AFQT  of  50  or  higher. 

(2)  * IAWAR601-210,  chapter5, 
para.5-1  f,  individuals  must  take  the  English 
Comprehension  Language  Test.  Those 
achieving  a score  of  69  or  below  on  the 
ECLT  must  take  English  language  training 
prior  to  Initial  Entry  Training.  Those  whose 
AFQT  is  2 1 -49  may  enlist  for  this  option. 

(3)  Agree  to  enlist  without  a specific 
MOS. 

(4)  * All  quality  caps  and  RUDEP 
constraints  in  effect  at  time  of  enlistment 
must  be  adhered  to. 

c.  Individuals  enlisting  under  this  op- 
tion must  meet  the  following  prerequisites 
after  enlistment: 

( 1 )Attend  the  English  Training  Pro- 
gram (Lackland  AFB,  TExas)  and  upon 
completion  of  the  program,  attain  a score 
of  70  or  higher  on  the  English  Comprehen- 
sion Language  Test. 

(2)  ASVAB  test  will  be  readministered 
to  those  individuals.  Based  upon  new 
ASVAB  scores,  USAREC  Liaison  will  as- 
sist in  the  selection  of  an  MOS  and  enlist- 
ment program,  and  execute  the  appropriate 
forms.  This  will  constitute  a renegotiated 
enlistment  contract. 

d.  Guidance  counselors  must  inform 
applicants  of  the  following  pertinent  infor- 
mation: 

( 1 ) Soldier  will  not  initially  be  guaran- 
teed training  in  any  specific  assignment  to 
any  specific  station,  unit,  command,  or  area. 
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(2)  Soldier  will  be  required  to  attend  the 
English  Language  Training  Program. 

(3)  Soldier  will  be  administered  the  ECLT 
upon  completion  of  training. 

(4)  Soldier  will  not  initially  be  guaran- 
teed training  in  any  specific  MOS/CMF,  or 
scores  70  or  greater,  will  be  required  to  re- 
take the  ASVAB. 

(5)  The  resulting  scores  from  the  ASVAB 
retest  will  become  the  scores  of  record  from 
which  qualifications  for  training  and  en- 
listment programs  will  be  determined.  If  an 
AFQT  of  at  least  21  is  not  obtained  with  at 
least  one  qualifying  aptitude  area  score, 
the  soldier  will  be  assigned  an  MOS  and 
enlistment  programs  based  upon  their  ini- 
tial ASVAB  scores. 

(6)  If  neither  the  ASVAB  retest  nor  the 
initial  scores  qualify  the  soldier  for  an  MOS 
and  enlistment  program(s),  the  soldier  will 
be  separated  from  the  Army.  If  the  soldier 
fails  to  attain  the  required  score  of  70  or 
better  on  the  ECLT,  he  or  she  will  be  sepa- 
rated from  the  Army  regardless  of  .AFQT 
and  aptitude  area  scores. 

e.  Normal  processing  procedures  of  AR 
601-210  and  USAREC  Reg  60 1 -96  apply. 
GC  will  obtain  a reservation  for  surrogate 
MOS  09BEL  - Basic  Trainee  English  Lan- 
guage via  REQUEST.  In  addition,  GC  will 
ensure  that  proper  entries  are  made  on  DD 
Form  1966  series  and  appropriate  DA 
Forms:  DA  Form  3286-59  and  3286-67  at 
DEP-ln;  DA  Form  3286-63  and  USAREC 
Form  1 1 83  (Statement  for  Enlistment  - United 
States  Army  English  Comprehension  En- 
listment Option),  along  with  any  additional 
required  forms  at  DEP-Out. 

7.  US  Army  Buddy  Team  Enlistment  Op- 
tion (REQUEST  Option  7). 

a.  This  option  is  open  to  qualified 
non-prior  service  applicants  enlisting  for 
a minimum  of  four  years.  This  option 
promises  two  to  four  non-prior  service 
applicants  from  the  same  locality  who 
apply  for  RA  enlistment  at  the  same  time, 
that  they  will  remain  together  through  BT 
and  AIT  or  OSUT,  as  required.  In 
addition,  they  will  receive  their  initial 
duty  assignment  at  the  same  duty  station 
for  a period  of  at  least  12  months, 
provided  all  members  of  the  Buddy  Team: 

(1)  Enlist  for  the  same  enlistment 
option  and  assignment. 

(2)  Agree  to  training  and  assign- 
ment in  the  same  MOS. 

(3)  * All  quality  caps  and  RUDEP 
constraints  in  effect  at  time  of  enlistment 


must  be  adhered  to. 

b.  All  applicants  must  meet  basic  eli- 
gibility criteria  for  enlistment  1 AW  AR  60 1 - 
2 1 0 chapter  2 and  be  processed  and  en- 
listed with  the  other  members  of  the  Buddy 
Team. 

c.  Applicants  must  qualify  for  reten- 
tion with  the  Buddy  Team  as  indicated  be- 
low: 

(1)  A person  is  subject  to  separation 
from  his  or  her  Buddy  Team  if  they  fail  to 
receive  required  processing  and  training 
with  the  remainder  of  the  Buddy  Team  be- 
cause of  AWOL,  confinement,  leave,  hos- 
pitalization, absence  in  the  hands  of  civil 
authorities,  or  failure  to  progress  satisfac- 
torily in  training. 

(2)  Any  voluntary  action  taken  by  an 
individual  member(s)  of  the  Buddy  Team 
that  may  cause  the  member(s)  to  receive 
separate  assignments  will  not  void  the  en- 
listment agreement  of  any  member.  Ex- 
amples of  such  actions  include  requests  to 
attend  service  schools,  requests  for  reclas- 
sification, or  marriage  of  one  member  fol- 
lowed by  subsequent  request  for  joint  do- 
micile. 

(3)  The  length  of  stabilization  guar- 
anteed under  this  option  is  for  a minimum 
period  of  1 2 months  from  the  date  of  initial 
arrival  at  the  members’  duty  station. 

d.  Normal  processing  procedures 
lAW  AR  601-210  chapter  5 apply  to  BTEO. 
Authority  for  enlistment  in  this  option  will 
be  obtained  from  the  PERSCOM  CG  via  the 
REQUEST  system.  This  option  falls  under 
the  auspices  of  Program  9-B,  US  Army  Sta- 
tion/Unit/Command. Area  enlistment  pro- 
gram. This  option  may  be  combined  with 
option  9-4  or  any  other  associated  option, 

e.  Guidance  counselors  will  ensure  that 
proper  entries  are  made  on  DD  Form  1966 
series  and  appropriate  DA  Forms:  DA  Form 
3286-59  and  DA  Em  3286-67;  USAREC  Form 
1181  (Statement  for  Enlistment  - United 
States  Army  Buddy  team  Enlistment  Op- 
tion) and  DA  EM  3286-64,  along  with  any 
additional  required  fonns,  at  DEP-Out.  Ap- 
plicants will  be  required  to  read  and  ac- 
knowledge his  or  her  understanding  of  this 
enlistment  option  by  signing  the  appropri- 
ate block  under  “Authentication”  of 
USAREC  Form  1181.  The  GC  will  complete 
the  remainder  of  this  section,  witnessing 
the  applicant’s  signature.  The  GC,  by  sign- 
ing this  form,  indicates  that  he  or  she  has 
provided  all  information  required  under  pro- 
visions of  this  option.  In  addition,  GC  must 


ensure  that  enlistment  orders  will  specify 
the  Buddy  Team  members  to  include  the 
name  and  SSN  of  each  member  of  the 
Buddy  Team. 

8.  The  official  change  to  AR  60 1-2 10  has 
been  approved  and  authorized  by  the  Sec- 
retary of  the  Army.  These  new  options  will 
be  incorporated  into  the  Operational 
Changes  to  AR  60 1 -2 1 0 and  forwarded  for 
dissemination.  Ensure  that  all  recruiting 
personnel  receive  both  this  message  and 
AR  60 1 -2 1 0 changes  once  printed. 

9.  Point  of  contact  for  this  action  at  this 
headquarters  is  SEC  Pagel  at  DSN  536-0460 
or  commercial  (502)  626-0460. 


Detailed  Recruiters 
Assignment  Preference 
Program  (DRAPP) 

You  can  tell  your  branch  where  you 
would  like  to  be  assigned  after  you  have 
successfully  completed  your  assignment 
at  USAREC;  here’s  how. 

Upon  successful  completion  of  re- 
cruiter duty,  detailed  recruiters  may  be  as- 
signed to  one  of  their  three  assignment 
preferences  (three  CONUS  preferences, 
three  OCONUS  preferences,  or  a combi- 
nation of  OCQNUS  and  CONUS  prefer- 
ences). Your  preferences  are  submitted 
on  a DA  Form  4187  through  the  chain  of 
command  to  the  Brigade  Commander  and 
then  directly  to:  CDR,  PERSCOM,  ATTN: 
PM-A  ( Recmiting  Team),  246 1 Eisenhower 
Ave,  Alexandria,  VA  2233 1 -0400.  Soldier’s 
preferences  must  meet  the  professional 
development  of  the  soldier’s  career  and  a 
valid  requirement  must  exist  which  meets 
the  current  distribution  policy.  If  a career 
branch  cannot  accommodate  a soldier’s 
assignment  preference,  they  will  forward 
the  request  to  their  division  chief  for  reso- 
lution or  provide  alternate  choices  avail- 
able to  the  soldier. 

This  is  the  same  criterion  used  to  re- 
assign Drill  Sergeants  who  successfully 
complete  their  detail.  For  best  results,  sub- 
mit your  4 187  seven  to  12  months  before 
the  completion  of  your  recruiting  detail. 
Point  of  contact  at  PERSCOM  is  MSG 
Phillips,  DSN  221-7902  or  commercial 
(703)-325-7902.  Point  of  contact  at 
USAREC  is  SEC  Dixon,  DSN  536-0548  or 
commercial  (502)  626-0548.  ^ 
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Be  a Delta  recruiter 

Recruiting  for  Delta  is  a unique  assign- 
ment. It  requires  the  ability  to  interact  ef- 
fectively with  prospective  Delta  candidates 
as  well  as  senior  Army  leadership,  and  ex- 
hibit those  personal  qualities  found  in  Delta 
members.  It  requires  a competent  briefer,  a 
person  who  is  highly  self-motivated  and 
who  is  capable  of  workinga  lone  without 
direct  supeiwision. 

A potential  Delta  recruiter  should  be  the 
following  prerequisites: 

• Male 

• Volunteer 
MOS79R 

SSG  or  junior  SFC 

No  history  of  of  recurring  disciplin- 
ary action 

Possess  or  be  able  to  obtain  a secret 
security  clearance 
GT  score  of  1 1 0 minimum 
Pass  the  APFT 

Airborne  qualified  or  volunteer  for 
airborne  duty 

Demonstrated  success  as  an  Army 
recruiter 

Minimum  12  months  successful  sta- 
tion commander  time 

Interested  recruiters  should  mail  a copy 
of  their  DA  Form  2A  and  2-1,  last  five 
NCOERs,  DA  photo,  PT  score  card,  and 
contact  phone  numbers  to  Recruiting  Team, 
P.O.  Box  70 1 49,  Fort  Bragg,  NC  28307;  or 
fax  copies  to  9 1 0-396-0607  or  DSN  236-0607. 
POC  is  MSG  Ethridge,  9 1 0-396-0689  or  DSN 
236-0689. 

Call  TRICARE  toll-free 

TRICARE  toll-free  telephone  numbers 
are  provided  below  for  your  information. 

Region  1 (888-999-5195):  Northeast 

- includes  Connecticut,  Delaware,  Dis- 
trict of  Columbia,  Maine,  Maryland, 
Massachusetts,  New  Hampshire,  New 
Jersey,  New  York , Pennsylvania,  Rhode 
Island,  Vermont,  Virginia  (Northern),  and 
West  Virginia  (Northeast  comer) 

Region  2 (800-931-9501):  Mid-At- 
lantic - includes  North  Carolina  and  Vir- 
ginia (but  not  Northern) 

Region  3 (800-444-5445)  : South- 
east - includes  Florida  (excluding  Pan- 
handle), Georgia,  and  South  Carolina 
Region  4 (800-444-5445):  Gulfsouth 

- includes  Alabama,  Florida  (Panhandle), 
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Louisiana  (Eastern  third),  Mississippi,  and 
Tennessee 

Region  5 (800-941-4501):  Heartland - 

includes  Illinois,  Indiana,  Kentucky,  Michi- 
gan, Ohio,  West  Virginia  (excluding  NE 
corner),  and  Wisconsin 

Region  6 (800-406-2832):  Southwest 

- includes  Arkansas,  Louisiana  (Western 
two  thirds),  Oklahoma,  and  Texas  (exclud- 
ing Southwest  comer) 

Region  7/8  (888-874-9378):  Central - 
includes  Arizona  (excluding  Yuma),  Colo- 
rado, Idaho  (excluding  Northern  part),  Iowa, 
Kansas,  Minnesota,  Missouri,  Montana, 
Nebraska,  Nevada,  New  Mexico,  North 
Dakota,  South  Dakota,  Texas  (Southwest 
corner) , Utah,  and  Wyoming 

Region  9(800-242-6788):  Southern 
California  - includes  Arizona  (Yuma)  and 
California  (Southern), 

Region  10  (800-242-6788):  Golden 
Gate  - includes  California  (Northern) 

Region  11(800-404-0110) : Northwest 

- includes  Idaho  (Northern  part),  Oregon, 
and  Washington 

Region  12  (800-242-6788):  Pacific  - 

includes  Alaska  and  Hawaii 

Latin  America  (1-888-777-8343)  - in- 
cludes Panama,  Central  America,  and  South 
America 

Europe  (1-888-777-8343)  - includes 
Europe,  Africa,  Middle  East,  Azores  and 
Iceland 

Pacific  and  WESTPAC  ( 1-888-777- 
8343) 

NOTE:  Telephone  numbers  and  web 
site  information  were  obtained  from  the 
TRICARE  web  page  (http:// 
wvw.tricare.osd.mil) 

TRICARE  related  questions,  com- 
ments, etc.,  can  also  be  e-mailed  to 
OUESTIONS@TMA.OSD.Mll ..  (Do  not 
include  social  security  numbers  in  your 
messages). 


TRICARE  regional  web 
sites 

TRICARE  - httD://www.tricare. osd.mil 

Region  1 (Northeast)  - http:// 
tricare. detrick.armv.mil/ne/index.htm 

Region  2 (Mid-Atlantic)  - http:// 
www.tma.med.navv.mil 


Region  3 (Southeast)  - http:// 
www.humana-militarv.com 

Region  4 (Gulf  South)  - htto:// 
www.humana-militarv.com 

Region  5 (Heartland) -htto:// 
dodr5vww.wDafb.af.mil 

Region  6 (Southwest)  - htto:// 
www.tricaresw.af.mil 

Region  7/8  (Central)  - http:// 
web01  .reaion8.tricare.osd.mil 

Region  9 (S.  California)  - htto:// 
www.rea9.med.naw.mil 

Region  10  (Golden  Gate)  - http:// 
usafsa.satx.disa.mil/~reaion10 

Region  11  (Northwest)  - http:// 
tricarenw.mamc.amedd.armv.mil 

Region  1 2 (Pacific)  - http://tricare- 
pac.tamc.amedd.armv.mil 

Europe  - http:// 
webserver.europe.tricare.osd.mil 

Latin  America/Canada  - http:// 

www.tricare.osd.mil/tricare/ 

tricarla.html 


Story  ideas 

If  you  have  suggestions  or  com- 
ments on  the  Recruiter  Journal,  please 
send  them  to  the  editor  at: 
welkerk@usarec.araiy.mil 


Use  of  the  government- 
issued  credit  card 

Reminder  — Your  government  issued 
Nationsbank  VISA  card  must  be  used 
ONLY  for  “official”  Government  travel  and 
travel-related  expenses  away  from  your 
official  duty  station  (lodging,  meals,  inci- 
dentals). It  is  not  a personal  credit  card 
and  should  not  be  used  as  such. 

Be  advised  that  dates  of  card  usage  will 
be  compared  with  dates  of  approved  travel 
and/or  training.  Further,  future  reports  will 
be  provided  to  the  Commander  and  direc- 
torate supervisory  staff.  Finally,  your  con- 
tinued use  of  your  Government  issued 
Nationsbank  VISA  card  for  non-official 
purposes  will  result  in  loss  of  your  card. 

Also,  be  advised  that  based  on  the  temis 
of  the  government  contract,  Nationsbank 
has  the  right  to  suspend  cardholders  who 
are  60-days  past  due  and  cancel 
cardholders  who  are  120  days  past  due. 


6 


Recruiter  Journal  / July  1999 


Pro  Talk 


ARMY  RECRUITING  INFORMATION  SUPPORT  SYSTEM 

(ARISS) 


UNDERSTANDING  ARISS 

- INQUIRING  MINDS  NEED  TO  KNOW  - 

By  SFC  Curtis  Brunson 
ARISS  TRAINER 


With  the  fielding  of  the  Army  Recruiting  Information 
Support  System  throughout  the  command  in  FY  99,  there 
has  been  many  questions  concerning  the  concept  of  ARISS. 
This  article  is  designed  to  present  a broad  overview  of  the 
system,  its  capabilities,  future  developments,  and  key  roles 
and  responsibilities. 

By  September  1999,  the  Recruiting  Station  Desktop 
legacy  will  be  a thing  of  the  past.  Every  recruiter  and  leader 
will  be  issued  an  ARISS  laptop  and  receive  up  to  40  hours 
of  detail  training  information  concerning  the  laptop,  usage 
of  the  software.  Multimedia  Sales  Presentations,  and  Packet 
Projection  Plus  software. 

ARISS  will  provide  a single  automated  system  that  the 
Army  Recruiting  Command  will  use  to  support  the  execu- 
tion of  critical  recruiting  tasks  at  all  recruiting  levels.  The 
system  will  automate  all  aspects  of  recruiting  data  manage- 
ment and  provide  critical  advantages  to  streamline  and 
expedite  applicant  processing. 
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Leads  / Reports 

A leads  distribution  element  is  already  a part  of  the  current 
version  of  Packet  Projection  Plus.  With  Packet  Projection 
Plus  we  now  have  the  capability  to  send  projections  to  the 
Military  Entrance  Processing  Stations.  Packet  Projection  Plus 
also  provides  automated  packet  quality  control  support. 
However,  while  this  feature  certainly  enhances  quality 
control,  it  should  not  replace  the  station  commander’s  quality 
control  procedures.  The  current  Leads  Distribution  System 
provided  by  Packet  Projection  Plus  gives  the  station  com- 
mander electronic  access  to  test,  physical,  and  accession 
data  from  the  MEPS. 

Leads  are  currently  received  though  several  sources.  The 
Recruiter  Workstation  FY  00,  release  due  March  2000,  will 
be  a fully  integrated  software  application,  which  will  include 
all  aspects  of  our  Station  Production  Management  System 
from  USAREC  headquarters  to  recruiter  level.  The  new 
release  will  centrally  refine  and  download  data  to  the  recruit- 
ers in  a single  integrated  solution.  The  release  will  also  bring 
greater  efficiency  to  the  management  of  the  leads  since 
dispositions,  assignments,  and  reassignments  will  now  be 
done  automatically  based  on  disposition  and  status  as  selected 
by  the  recruiter  and  approved  by  the  station  commander. 

The  system  will  support  the  assignment  of  recruiters, 
schools,  and  recruiters’  boundaries.  Reports  that  are  cur- 
rently a manual  effort  for  the  leadership  will  be  automated. 
The  new  reports  will  combine  the  recruiter’s  efforts  and  the 
electronically  compiled  leads  with  processing  data  based  on 
the  recruiter’s  daily  work  efforts.  This  will  provide  more 
accurate  and  timely  reporting  to  the  recruiting  leadership  and 
ultimately  afford  station  commanders  more  time  to  concen- 
trate on  mentoring  and  training. 

Force  Structure,  Address,  and  Zip  Code 
Realignment  (FAZR) 

Overview 

The  EAZR  system  will  consist  of  an  operational  level  of 
four  functions: 

1 . Maintaining  Paragraph  Line  Updates  to  the  Table  of 
Distribution  and  Allowance. 

2.  Allow  battalions  (and  others)  to  update  the  mailing  and 
physical  addresses  of  their  associated  RSID. 

3.  Provide  quarterly  Recruiting  Market  Analysis  processes 
to  be  completed  and  tie  counties/zip  codes  to  stations  for 
market  assignment. 

4.  Mission,  Production,  and  Awards. 

An  overview  of  the  MPA  system  includes  activities  of 
mission  assignment,  mission  accomplishments.  Delayed 
Entry  Program  losses,  the  measurement  of  mission  success. 
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Pro  Talk 


and  the  reporting  of  incentive  points  and  awards  throughout 
USAREC,  from  the  headquarters  to  the  over  6,000  recruit- 
ers. All  recruits  entering  the  Regular  Army  or  US  Army 
Reserve  are  tracked  as  a recruiter’s  achievement  and 
matched  against  the  mission  assigned,  whether  officer  or 
enlisted.  This  includes  the  special  mission  categories  of  the 
Army  Medical  Detachment,  Reserve  Officer  Training 
Corps,  Chaplain  Coips,  Band,  Officer  Candidate  School, 
Warrant  Officer  Flight  Training,  RA  and  USAR. 

Recruiter  Work  Station 

The  Recruiter  Work  Station  is  the  laptop  computer.  It  is 
only  a tool.  It  will  not  perform  miracles,  and  is  only  as 
good  as  the  user  sitting  in  front  of  it.  With  the  RWS, 
recruiters  have  the  capability  to  conduct  sales  interviews 
using  multimedia  to  present  features  and  benefits  and  to 
reference  as  evidence  and  obtain  the  agreement,  when 
presenting  the  FEBA.  They’ll  be  able  to  manage  and  screen 
leads  with  Packet  Projection  Plus.  They  will  have  dial-up 
capability  to  project  applicants  for  processing  at  the  MEPS. 
Other  assets  include  the  ability  to  manage  an  individual  from 
a lead  through  accession,  download  and  recover  test,  and 
processing  results  directly  from  Guidance  Counselor  sales 
(main  database)  to  the  RWS.  In  FY  00  the  recruiter  will 
receive  distribution  of  leads  based  on  his  or  her  recruiter 
area,  zip  code,  and  high  school.  He  or  she  will  have  their 
own  production  management  systems,  including  the 
Mission  Accomplishment  Plan  (UR  Form  635),  Processing 
Fist  (UR  Form  533),  and  Lead  Source  Analysis  (UR  Fm 
762).  These  reports  will  be  updated  daily  based  on  their 
efforts.  Each  level  of  leadership  will  have  access  to  the 
infonnation  they  need  to  know.  Access  to  information  is 
based  on  current  business  practice  and  will  not  otherwise 
interfere  with  anyone  else’s  role.  Recruiters  will  be  required 
to  log  on  a minimum  of  two  times  a day.  The  process  is 
called  replication  or  simply  sending  your  data  to  the  main 
database  and  receiving  new  leads  and  applicant  information 
from  the  database.  Recruiters  will  have  a report  query 
capability,  called  Find  Now  Screen.  From  the  ARISS  open 
screen,  all  the  leads,  prospects,  and  applicants  are  showing. 
From  the  field  labeled  name,  type  in  the  name  of  the 
person’s  record  you  would  like  to  review  or  update  and  then 
select  ‘find  now’  button.  This  will  locate  and  display  the 
record  of  the  person  you  selected.  The  same  applies  to 
schools.  Type  in  the  school  name  you  want  to  query,  then 
select  ‘find  now’  button.  Every  person  you  have  a record 
on  in  that  school  will  appear. 

Station  commanders  are  issued  the  same  type  of  laptop 
with  the  same  rights  as  the  recruiter,  plus  additional  station 
commander  rights.  With  the  2000  release,  the  commander 
will  have  the  capability  to  see  data  on  all  the  recruiters 
assigned  to  his  or  her  RSID  from  their  laptop.  The  station 
commander  can  prepare  for  Daily  Performance  Review  at 
anytime  without  the  recruiter  being  present.  He  or  she  will 
see  all  new  and  old  leads  that  the  recruiter  has  received  and 
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will  be  able  to  focus  on  issues  to  discuss  during  the  actual 
face-to-face  DPR.  All  the  administrative  work  can  be  done 
before  the  recruiter  meets  with  the  station  commander  for 
DPR.  This  will  permit  faster  and  more  effective  DPRs  that 
actually  help  drive  production  and  not  serve  as  a means  to 
update  paperwork.  The  automated  system  is  not  designed 
to  replace  the  personal  interaction  that  must  occur  between 
a station  commander  and  their  recruiters.  It  will  ultimately 
allow  the  leadership  more  time  for  training  and  mentoring. 
The  fact  of  the  matter  is  that  the  ARISS  laptop  will  enhance 
the  quality  of  life  for  all  personnel  assigned  to  USAREC. 

The  one-time  data  entry  will  derive  a much-improved  go- 
rate  on  enlistment  packets.  ARISS  will  improve  the  ability 
to  DPR  and  give  more  precise  direction  and  guidance  to 
drive  production.  Precise  end  month  reports  and  data  of  the 
prospecting  and  processing  statistics  will  identify  a recruiter 
or  station  success  and  training  needs.  As  a leader  and 
recruiter  you  will  know  where  your  best  market  is  and  how 
to  direct  your  efforts.  Again,  it’s  only  a tool.  Let’s  put  it  to 
work.  Do  you  remember  the  term  “Mission  Box  Plus?” 
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Telephone  Etiquette  --  How  critical  is  it? 


No  matter  how  you  earn  a living  in 
today’s  global  economy,  your  job  exists 
because  somebody  is  selling  something 
to  someone.  The  majority  of  the  work 
you  perform  is  initially  started  via 
telephone.  Telephone  behavior  can  set  a 
positive  or  negative  stage  for  the 
conversations  that  follow.  Astonish- 
ingly, the  majority  of  people  give  more 
thought  to  what  color  socks  they  wear, 
than  to  how  they  appear  to  the  person 
on  the  other  end  of  the  phone.  One 
needs  to  make  a positive  welcoming 
impression  with  voice  and  greeting,  as 
well  as  knowing  how  your  voice  tones 
affect  the  person  on  the  other  end. 

These  are  a few  things  to  consider  when 
dealing  with  potential  prospects  on  the 
phone.  As  the  old  saying  goes,  “You 
don’t  get  a second  chance  to  make  a first 
impression.’’  One  phone  call  could  be  all 
you  are  afforded  with  a prospect.  Make  it 
the  best  possible.  Following  are  some 
sales  tips  when  dealing  with  that  “call.” 


i i L i 


* Have  a primary  objective  for  every 
call,  defined  as,  “What  do  I want  them  to 
DO  as  a result  of  this  call,  and  what  do  I 
want  to  do?” 

* Prepare  questions  for  your  call 
using  your  call  objective.  Ask  yourself, 
“How  can  I persuade  them  to  take  this 
action  as  a result  of  asking  questions,  as 


opposed  to  talking?  Remember,  people 
believe  more  of  their  ideas  than  yours. 

* Gather  as  much  information  as  you 
can  from  whomever  you  are  able,  prior  to 
speaking  with  your  prospect. 

* If  leaving  a message  on  voice  mail 
or  with  another  individual,  be  certain  it 
offers  a hint  of  a benefit/result  that 
sparks  curiosity. 

* The  objective  of  your  opening  is  to 
pique  curiosity  and  interest  so  that  they 
will  willingly  and  enthusiastically  move 
to  the  questioning.  You  must  answer, 
“What’s  in  it  for  me?”  for  the  listener,  or 
they  will  immediately  begin  the  getting- 
rid-of-you  process. 

* When  prospecting,  don’t  start  the 
call  with,  “1  was  just  calling  the  people  in 
your  area  ...”  People  want  to  feel  like 
they  are  the  only  person  you’re  calling  ... 
not  just  one  of  the  masses  from  a list  of 
compiled  names. 

* At  the  beginning  of  the  call,  use 

such  phrases  as:  “depending  on,” 

“might,”  “maybe,”  “perhaps,”  and 
“possibly.”  These  are  non-threatening 
words  that  intimate  you  might  have 
something  of  value  for  them,  but  you 
really  need  to  ask  questions  first. 

* Get  information  before  you  give  it. 
How  could  you  make  an  effective 
presentation  otherwise? 

* Don’t  use  a “benefit  lisf’  to  present 
from.  Instead,  use  it  to  create  questions 
to  determine  if  those  “benefits”  truly  are 
of  value  to  your  prospects.  Some 
“benefits”  could  actually  be  liabilities. 

* Ask  one  question  at  a time.  That’s 
how  many  they’ll  answer  at  a time. 

* After  asking,  be  quiet.  Resist  the 
urge  to  jump  in  if  they  don’t  answer 
immediately.  Don’t  be  intimidated  by 
silence.  They’re  likely  thinking  about 
what  they’re  going  to  say. 

* After  they’ve  finished,  count  to  two 
(silently,  of  course.)  This  ensures  they’re 
done,  plus  they  might  continue  with 
even  better  information. 

* Be  confident  in  your  questioning. 

* Always  know  where  you’ll  go  with 
answers,  regardless  of  the  answer. 


* Resist  the  tendency  to  present  too 
soon.  Hold  off,  ask  a few  questions,  get 
better  information,  and  then  you’re  able 
to  craft  an  even  harder-hitting  descrip- 
tion of  benefits,  tailored  to  what  they’re 
interested  in. 

* Again,  you  should  only  talk 
knowing  specifically  how  it  will  solve 
their  problem,  meet  their  need.  Then  you 
can  tailor  your  remarks  specifically  for 
the  listener. 

* If  you  are  going  to  schedule  a 
follow-up  call,  get  a commitment  of  some 
type. 

* A good  way  to  end  a call  where  you 
don’t  accomplish  your  primary  objection, 
is  to  plant  a seed  for  the  future.  Give 
them  something  to  look  for,  based  upon 
what  you  uncovered  during  the  call  ... 
something  that  might  just  cause  them  to 
call  you  back. 

* Remember,  the  first  and  last  thing  a 
customer  will  hear  is  a smile. 


As  a professional  using  the  phone  as 
one  of  the  main  methods  of  communica- 
tion, you  perform  a function  that  very 
few  people  in  the  world  could  do  well,  or 
would  even  want  to  try.  And  that’s 
persuading  someone  to  take  action  and 
make  a decision,  based  almost  solely  on 
the  words  and  ideas  that  come  from  your 
mouth.  It’s  quite  an  awesome  feat  when 
you  think  about  it.  And  do  think  about  it. 
It  takes  a talented  individual  to  be  able  to 
do  that  well.  You  are  that  person.  Feel 
proud  of  what  you  do,  and  always,  strive 
to  get  better. 

Reprinted  with  permission  from  Art 
Sobczak’s  “TelE-Sales  Hot  Tips  of  the 

Week.”  ^ 
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Latino  Leadership 


Brig.  Gen.  Ricardo  Sanchez  (right),  J-3  SOUTHCOM,  updates  Dr.  Robert  Cervantes 
deft),  California  Department  of  Education,  on  Army  options  and  opportunities. 


- USAREC  hosts 
Los  Angeles 
inffuencers  to 
further 

partnership  with 
the  Hispanic 
community 

by  Kathleen  Welker,  RJ  editor 
USAREC  Public  Affairs 

Reaching  out  to  the  Hispanic  commu- 
nity in  southern  California,  Secretary  of 
the  Army  Louis  Caldera  asked  key 
influencers  to  listen  to  what  the  Army 
has  to  offer  and  to  convey  the  message 
to  Latino  youth  that  our  nation  needs 
them. 

“We  must  challenge  our  youth  today 
to  serve  our  country,”  he  said.  “We  have 
not  done  enough  as  civic  leaders  to 
communicate  to  our  young  people  their 
obligation  to  preserve  the  freedoms  we 


Secretary  of  the  Army  Louis  Caldera 
addressed  the  Latino  Leadership 
Conference  at  the  Westin  Bonaventure 
Hotel  in  Los  Angeles  June  4,  citing  the 
need  for  a continued  partnership 
between  the  US  Army  and  the  Hispanic 
community. 


all  enjoy....  Soldiers  tell  me  that  they 
feel,  in  humanitarian  missions,  that  they 
have  gotten  more  than  they’ve  given. 
But  they  are  making  a difference  and 
that  teaches  them  to  appreciate  the 
blessings  of  the  United  States  of 
America,  to  see  how  others  live.” 

Caldera  described  the  Army  as  a 
place  where  America’s  youth  gain 
maturity,  learn  to  work  in  teams,  and 
become  selfless  in  their  commitment  to 
duty,  where  they  learn  about  the  world 
and  expand  their  sense  of  possibilities. 
Conversely,  he  deplored  the  fact  that  so 
many  young  people  are  missing  the 
opportunity  to  gain  from  military 
service. 

“The  Army  is  only  as  strong  as  our 
ability  to  bring  out  the  best  in  our 
soldiers,”  Caldera  cautioned,  addressing 
the  luncheon  audience  at  the  Latino 
Leadership  Conference,  held  in  Los 
Angeles  June  4. 

“We  are  looking  at  innovative  ways 
to  help  young  people  take  advantage  of 
Army  opportunities,”  he  told  the  group. 
“We  are  developing  a pilot  program  to 
get  those  valuable  high  school  creden- 


tials for  those  who  have  not  yet  com- 
pleted their  requirements.” 

The  Latino  Leadership  Conference 
was  sponsored  by  the  US  Army  Recruit- 
ing Command  as  an  initiative  to  bring 
together  Hispanic  educators,  business 
people,  and  community  leaders  in  a 
forum  to  discuss  ways  to  offer  Army 
opportunities  to  the  many  Hispanic 
youth  who  are  currently  not  eligible  to 
enlist  in  the  Army. 

“The  Army,  specifically  the  G1  Bill, 
changed  the  face  of  this  nation  after 
World  War  II,”  said  MG  Evan  R. 
Gaddis,  USAREC  commanding  general. 
“Then,  college  benefits  were  a reward 
for  service  to  our  nation  and  thousands 
of  young  Americans  took  advantage  of 
the  opportunity  to  better  their  lives. 

“Now,  statistics  tell  us  that  Hispanic 
youths  have  the  highest  drop-out  rate  in 
the  country.  We  think  we  can  partner 
with  the  Hispanic  community  to  encour- 
age those  youth  to  stay  in  school,  off 
drugs,  out  of  trouble,  and  graduate.  Like 
the  G1  Bill  of  50  years  ago,  the  Army 
has  something  to  offer  America’s  youth, 
a way  to  the  future.  It  starts  with  the 
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— 'We  needycmrhelp  to  communicate  toycmth  and 
their  influencers  both  the  benefits  to  be  derivedjrom 
A mty  sendee  and  the  responsibility  they  owe  to  their 
country  to  serve  where  they  are  needed 


high  school  completion  credential,  but 
for  those  who  have  already  missed  that 
opportunity,  the  Army  can  still  open  a 
door.” 

Gaddis  told  conference  attendees  that 
the  Army  currently  enlists  up  to  10 
percent  of  its  total  mission  from  among 
those  who  have  “alternative”  high 
school  completion  credentials,  such  as 
the  General  Equivalency  Diploma  or 
those  who  have  been  home-schooled. 

No  one  may  enlist  without  having 
completed  high  school,  he  explained, 
but  not  everyone  must  have  the  tradi- 
tional high  school  diploma. 

Henry  Cisneros,  former  mayor  of  San 
Antonio  and  former  secretary  of  the 
Department  of  Housing  and  Urban 
Development,  and  current  president  of 
the  Hispanic  media  outlet  Univision 
Communications,  Inc.,  described  the 
Latino  population  as  the  fastest-growing 
demographic  in  the  US,  currently  more 
than  13  percent  of  the  total  population. 
But  Hispanic  youth,  he  said,  are  less 
than  7 percent  of  the  total  number  of 
soldiers  in  the  Army. 

Cisneros  also  cited  the  38  Hispanic 
soldiers  in  the  small  pool  of  Medal  of 
Honor  winners  as  evidence  of  their 
desire  to  serve  their  country. 

“Latinos  have  served  in  the  combat 
arms  and  earned  decorations  at  levels 
beyond  our  proportion  in  the  population. 
Our  service  has  been  courageous, 
selfless,  dedicated,  and  competent,”  he 
said.  “The  Army  will  benefit  from  the 
talents  and  skills  of  the  nation’s  Hispan- 
ics  as  they  become  a larger  segment  of 
the  population  and  as  the  Hispanic 
demographic  trends  of  youth  and  large 
family  size  offset  trends  toward  an  older 
workforce  in  the  general  population.” 


—Louis  Caldera 

The  conference  agenda  coordinated  a 
morning  of  briefings  to  lay  out  Army 
opportunities  and  options  for  the 
Hispanic  influencers,  with  an  afternoon 
of  brainstorming  where  participants 
proffered  opinions  and  suggestions  for 
future  partnership  initiatives.  More  than 
120  participants  discussed  how  to 
engage  Hispanic  youth  in  national 
service,  as  well  as  how  to  encourage 
them  to  complete  their  high  school 
educations. 

“This  conference  gives  us  an  oppor- 
tunity to  expand  our  message,”  Caldera 
told  the  attendees,  “but  we  need  your 
help  to  communicate  to  youth  and  their 
influencers  both  the  benefits  to  be 
derived  from  Army  service  and  the 
responsibility  they  owe  to  their  country 
to  serve  where  they  are  needed.”  ^ 


Los  Angeles  native,  SSG  Andrew 
Ramirez,  a POW  recently  released  by 
the  Serbs,  was  the  Secretary  of  the 
Army's  guest  during  the  conference 
luncheon.  Ramirez  is  spending  a month 
in  the  Los  Angeles  Battalion  with 
HRAP. 


One  guest  speaker  was  Henry  Cisneros  (above  right),  president  of  Univision 
Communications,  who  described  the  Army-Hispanic  partnership  as  "win-win-win. " 
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Are  you  bilingual? 


by  Glenna  L.  Linville,  1st  Brigade 

A&PA,  and  SFC  Francis  P.  Marois, 
Recruiting  Operations 

Are  you  bilingual?  Share  an 
interest  in  a foreign  language?  Study  a 
foreign  language  in  high  school  or 
college?  If  the  answer  is  yes  to  any  of 
these  questions,  then  Uncle  Sam  wants 
you. 

The  message  above  is  only  part  of  the 
presentation  that  USAREC  Language 
Advocates  have  been  sharing  with  high 
school  and  college  students,  and  within 
local  communities  nationwide. 

USAREC  has  six  language  qualified 
NCOs  serving  as  language  advocates. 

The  NCOIC  is  assigned  to  Recruiting 
Operation  Special  Missions;  two  each  are 
assigned  to  1st  and  6th  Brigades;  and  3d 
Brigade  has  one  language  advocate. 

Their  primary  function  is  to  augment  the 
recruitment  of  language-qualified 
applicants  for  RA  and  USAR  service.  To 
accomplish  this,  they  initiated  a national 
target  language  advertising  campaign  and 
are  penetrating  native  enclaves  through 
community  outreach  groups.  The  advo- 
cates also  make  traditional  lead-genera- 
tion presentations  at  high  schools  and 
colleges. 

SSG  Joseph  W.  Phillips  and  SSG 
Randal  A.  Gossert,  the  1st  Brigade 
advocates,  have  mapped  their  strategy 
with  help  from  USAREC  Program 
Analysis  and  Evaluation  and  the  brigade’s 
Marketing  Branch.  A large  map  of  the 
brigade  area  hangs  in  their  work  area. 
Different  colored  pins  identify  geographic 
areas  of  large  Korean,  Chinese,  Russian 
and  Arabic  populations.  Within  the  1st 
Brigade,  Gossert  and  Phillips  will 
concentrate  their  efforts  in  ethnic  en- 
claves within  New  York  City,  Baltimore, 
Washington,  D.C.,  Boston,  and  other 
areas  that  have  been  identified  as  major 
markets  of  opportunity. 

In  addition  to  making  TAIR  presenta- 
tions, the  advocates  have  been  requested 
to  present  at  regional  language  educator 
conferences  and  in  previously 
unpenetrated  college  markets.  The 
program  has  several  key  selling  points. 


Want  an  education? 

“Take  a language,”  said  Gossert. 

“Go  to  college  in  the  Army  and  use  the 
Army  to  receive  your  education.” 

Gossert  tells  his  audience  that  more 
than  20  foreign  languages  are  taught  at 
the  Defense  Language  Institute,  in 
Monterey,  Calif,  an  accredited  institu- 
tion. Soldiers  earn  45  semester  hours 
credit  for  completing  a course  of  study 
at  DEI.  DEI  established  a program  with 
Monterey  Peninsula  College  that  allows 
soldiers  to  combine  this  with  1 2 hours  of 
study  at  that  college,  with  credit  for 
basic  training.  This  can  earn  a soldier  an 
associate  degree  in  less  than  18  months. 

Looking  for  adventure? 

“I  have  translated  for  foreign  digni- 
taries including  the  chief  of  staff  for  the 
Polish  army,”  said  Phillips.  “I  believe 
this  has  been  much  more  exciting  than 
the  maintenance  work  I did  back  in 
Detroit,  Mich.” 

Soldier-linguists  are  stationed  around 
the  world  and  throughout  the  US. 

Phillips  tells  students  that  he  has 
traveled  to  1 3 countries  in  Europe  with 
his  Army  skills.  Both  Gossert  and 
Phillips  will  tell  you  that  their  military 
lifestyle  has  benefited  not  only  them- 
selves, but  their  families  as  well. 

“My  5-year-old  daughter,  Anna,  has 
been  to  more  places  than  most  people  I 
know,”  remarks  Phillips. 


“Teachers  of  my  12-year-old  son, 
Jerry,  marvel  at  his  knowledge  US 
geography,”  said  Gossert.  “When  asked 
how  he  knows,  my  son  answers, 

‘Because  I’ve  been  there  and  seen  it.’” 

Opportunities  for  linguists  include 
job  positions  as  interrogators,  transla- 
tors, and  interpreters  in  the  defense 
attache  service,  working  with  White 
House  communications,  courier  duty, 
special  missions  and  civil  affairs. 

Return  on  investment? 

“Something  to  take  a serious  look  at,” 
said  Phillips  when  he  talked  about  the 
return  on  investment  (five-year  enlist- 
ment). “One  shouldn’t  pass  up  the 
opportunity  to  find  out  more,”  he  said. 
“It  may  be  your  ticket  to  job  experience 
and  a marketable  resume.” 

While  Army  linguists  receive  high- 
tech  training,  up  to  a $12,000  enlistment 
bonus,  opportunities  for  post-graduate 
study,  travel,  and  adventure,  both 
linguists  agree  that  it  is  their  foreign 
language  training  coupled  with  a 
security  clearance  that  will  make  them 
highly  marketable  to  federal  agencies, 
law  enforcement  and  international 
businesses,  diplomatic  positions, 
humanitarian  organizations,  and  educa- 
tional institutions  when  they  decide  to 
leave  military  service.  Both  linguists 
have  1 2 years  in  the  Army  and  say  they 
don’t  plan  on  leaving  just  yet.  S 


SFC  Frank 
Marois, 

USAREC  linguist 
advocate 
NCOIC, 
addresses  a 
group  of  high 
school  language 
students  about 
the 

opportunities 
that  the  Army 
offers  prospects 
who  have 
langauge 
abilities.  (Photo 
by  Tom  Foley, 
Columbus  Bn 
A&PA  ) 
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Operation  Alert  '99 


New  Program  to  Aid 
USAR  Recruiters 


Thanks  to  Operation  Alert  '99,  3d  Brigade  recruiters  now  have  greater  access  to 
equipment  and  personnel  through  local  Reserve  units.  Here,  two  USAR  recruiters 
from  the  Milwaukee  Battalion 's  Waukesha  Recruiting  Station  visit  the  University  of 
Wisconsin-Waukesha  campus  with  a Humvee  from  the  521st  Maintenance 
Battalion  to  talk  with  students  about  the  Loan  Repayment  Program  and  other 
benefits  available  in  the  Reserve. 


Story  and  Photos  by 
Andrew  Madsen 
Milwaukee  Battalion  A&PA 

In  an  effort  to  improve  readiness 
through  an  increased  emphasis  on 
retention  and  recruiting,  an  experimental 
one-year  program  was  launched  in 
January  by  the  88th  Regional  Support 
Command  that  may  have  an  enormous 
impact  on  how  USAREC’s  3rd  Recruit- 
ing Brigade  generates  enlistments. 

The  88th  RSC  - which  covers  parts 
or  all  of  Illinois,  Indiana,  Michigan, 
Ohio,  Minnesota,  Missouri  and  Wiscon- 
sin - is  the  second  largest  of  the  10 
regional  support  commands  in  the  US. 
As  the  challenges  of  retaining  its  current 
force  and  filling  vacancies  intensifies, 
the  88th  RSC  sought  a stronger  alliance 
with  the  3rd  Recruiting  Brigade  that 
would  be  mutually  beneficial. 

The  new  program,  known  as  Opera- 
tion High  Ground  - ALERT  '99  (an 


acronym  for  Activities,  Leadership, 
Education,  Readiness,  and  Team),  is 
intended  to  enhance  readiness  through  a 
number  of  training  and  quality-of-life 
initiatives,  including  an  increased 
visibility  within  the  local  community. 
That’s  where  the  partnership  with 
recruiting  comes  in. 

ALERT  '99  is  designed  to  simplify 
the  process  by  which  recruiters  request 
and  receive  Reserve  support  for  every- 
thing from  job  fairs  and  civic  events  to 
high  school  visits  and  holiday  parades. 
This  portion  of  the  new  program  will 
lend  critical  assistance  to  USAR 
recruiters,  who  in  turn  generate  the 
enlistments  that  fill  the  ranks  of  the  88th 
RSC. 

“This  benefits  the  recruiting  com- 
mand by  cutting  out  the  logistics 
involved  in  securing  equipment,  with  the 
overall  tie-in  that  recruiters  write  more 
contracts  and  the  88th  RSC  gets 
stronger,”  said  SEC  Larry  James,  the 
program’s  NCOIC.  “The  concept  is  to 


absolutely  streamline  the  working 
relationship  between  recruiters  and 
Reserve  units.  Before  this,  a recruiter 
had  to  talk  to  five  different  people  and 
sign  eight  different  documents  in  order 
to  get  a piece  of  Reserve  equipment. 

This  will  cut  all  of  that  red  tape.” 

Under  the  guidelines  for  ALERT  '99, 
recruiting  stations  and  companies  will 
forward  requests  for  specific  Reserv'e 
assets  directly  to  James,  who  in  turn  will 
process  the  requests  and  call  them  in  to 
the  supporting  unit. 

“Each  of  the  brigades  - or  major 
subordinate  commands  - within  the  88th 
RSC  has  provided  a full-time  senior 
NCO  to  coordinate  events  within  their 
region  or  within  their  state,”  James 
explained.  “When  I field  a request,  1 
evaluate  it  based  on  cost,  feasibility,  and 
return.  If  it’s  something  I feel  is  doable, 

I send  it  to  the  respective  state  represen- 
tative and  from  there  it’s  up  to  them  to 
make  sure  it’s  implemented.” 

Each  of  the  line  companies  within  the 
88th  RSC  has  designated  a minimum  of 
three  enlisted  soldiers  and  junior  NCOs 
to  support  the  program.  Two  soldiers, 
one  of  each  gender  if  possible,  will 
provide  direct  support  to  recruiting 
efforts.  The  third  soldier,  the  Duty 
Appointed  Retention  NCO,  will  perform 
his  or  her  retention  duties  as  a primary 
as  opposed  to  an  additional  duty 
responsibility.  In  lieu  of  monthly  drills 
and  summer  training,  more  than  700 
Troop  Program  Unit  soldiers  will  be  on 
call  to  handle  requests  from  James  and 
the  state  representatives. 

“Within  the  88th  RSC,  there  are  42 
separate  battalions,”  James  said.  “Each 
of  the  battalions  has  one  person  (work- 
ing ALERT  '99)  as  an  additional  duty. 
These  are  the  liaisons  with  the  state 
representatives.  The  battalions  decide 
which  soldiers  go  out  to  support  the 
program.  These  soldiers  do  not  drill  on 
weekends,  nor  do  their  two-week  annual 
training.  This  is  now  their  job.” 

The  origins  of  ALERT  '99  can  be 
found  in  Operation  First,  a United  States 
Army  Reserve  Command  initiative  that 
was  started  two  years  ago  as  a platform 
for  producing  leads.  For  the  521st 
Support  Battalion,  Milwaukee,  Wis.,  this 
program  was  spearheaded  by  SGT 
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recmiterstogocmtivitb 
apiece  Cff  Army  Reserve 
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thansa^>ing  ‘LetmeteU 
you  about  IheA  tny 
Reserve,  ’ they  nou^  can 
say  ‘Letmesbowyouthe 
Army  Reserve. 


Kristin  Eck.  Renamed  Operation  High 
Ground,  the  program  produced  250 
contracts  over  the  course  of  1998.  Eck 
is  now  on  an  extended  Active  Duty 
Special  Works  tour  as  the  ALERT  ’99 
Recovery  NCO. 

Eck,  a USAR  TPU  soldier  who  is 
married  to  a Milwaukee  Recruiting 
Battalion  station  commander,  was 
originally  assigned  to  make  contact  with 
foirner  Reserve  and  active  duty  soldiers 
in  Wisconsin  and  raise  their  interest  in 
filling  slots  in  the  Reserve.  This  quickly 
evolved  into  a mass  mailing  campaign 
that  yielded  hundreds  of  positive 
responses  which  were  then  forwarded 
through  the  Milwaukee  Recruiting 
Battalion  to  the  appropriate  recruiting 
stations. 

“The  whole  thing  was  about  how  we 
make  this  a permanent  program  that 
actually  does  impact  recruiting,”  Eck 
said.  “That’s  when  MSG  Garry 
Fredericks  came  up  with  the  idea  of 
using  TPU  soldiers.  Instead  of  doing 
drill,  they  would  focus  exclusively  on 
recruiting  efforts.” 

Fredericks,  the  USAR  Operations 
NCOIC  for  the  Milwaukee  Recruiting 
Battalion,  is  convinced  that  Operation 
High  Ground  - ALERT  ’99  has  unlim- 
ited potential  for  generating  enlistments. 

“This  is  a force  multiplier  for  AGR 
recruiters,”  he  said.  “This  program  was 
not  designed  to  replace  recruiting.  It 
was  designed  to  get  us  to  the  point 
where  we’re  actually  making  mission 
and  not  just  talking  about  it.  Our 
mission  is  going  up,  and  we  need  a kick 
to  get  it  done.  And  that’s  what  this  is 
supposed  to  do.” 

The  program’s  primary  beneficiaries. 


Fredericks  believes,  will  be  those  USAR 
recruiters  who  are  relatively  new  to  the 
field. 

“We  have  a young  force,”  he  said. 
“And  one  of  the  hardest  things  for  a 
young  recruiter  to  do  is  face-to-face 
prospecting.  This  is  a way  for  recruiters 
to  go  out  with  a piece  of  Army  Reserve 
equipment  and,  rather  than  saying  ‘Let 
me  tell  you  about  the  Army  Reserve,’ 
they  now  can  say  ‘Let  me  show  you  the 
Army  Reserve.’” 

Fredericks  and  Eck,  along  with  the 
senior  administrator  at  the  88th  RSC’s 
521st  Maintenance  Battalion  who 
drafted  the  logistical  and  financial 
groundwork  for  the  program,  gained 
approval  for  the  plan  from  MG  John 
O’Connell,  the  88th’s  commanding 
general.  As  the  pieces  fell  into  place, 
James  was  selected  to  fill  the  NCOIC 
slot  for  the  program. 

An  AGR  recruiter  since  1987,  James 
has  worked  in  a number  of  positions 
within  the  recruiting  command.  But 
none  of  his  previous  assignments  have 
adequately  prepared  him  for  the  chal- 
lenge of  his  current  job. 

“I  have  been  involved  in  recruiting 
for  a long  time,  first  as  a recruiter  in  the 
field,  then  as  a guidance  counselor  and 
in  operations,”  James  said.  “It’s  been  a 


long  time  since  I’ve  had  to  learn 
something  new.  This  is  a job  that  has 
never  existed.  There  is  no  regulation  that 
1 can  open  and  read  about  how  to  do  this 
job;  it  doesn’t  exist  anywhere  else  in  the 
Army.” 

In  order  to  succeed  in  his  new  role  as 
ALERT  ’99  NCOIC,  James  said  he 
intends  to  follow  the  guiding  principles 
he’s  used  throughout  his  career. 

“One  of  my  personal  philosophies  is 
that  a good  leader  surrounds  himself 
with  good  people,”  he  explained.  “The 
people  who  put  this  program  together 
and  who  are  giving  their  time  to  it  are 
the  best  people  that  I know.  I have  a 
group  of  experts  that  I can  call  with  any 
question,  and  somebody  will  have  an 
answer  that  will  help  make  this  program 
a success.” 

Nearly  a month  into  the  year-long 
experiment,  James  is  excited  about  the 
long-term  prospects  for  the  program. 

“It’s  going  to  take  a concerted  effort 
from  everybody,”  he  said.  “It’s  a 
challenge.  And  I think  every  NCO 
thrives  on  that.” 

For  additional  information  about  the 
88th  RSC  and  Operation  High  Ground  - 
ALERT  ’99,  contact  MAJ  Kevin  Knapp, 
Chief  Retention  Officer  and  ALERT  ’99 
OIC, (612) 713-3067.  25 


When  Recruiting  Support  Battalion  assets  are  complimented  with  Reserve 
equipment  displays,  the  exhibit  can  often  take  center  stage  at  big  events. 
Above,  the  Army  Adventure  Van  draws  a crowd  at  the  World  Championship 
Snowmobile  Derby  at  Eagle  River,  Wis.,  Jan.  22. 
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Explosive  disposal  robot 
visits  local  high  school 


Story  and  photos 
by  Mary  Lou  Eckstrand 
Indianapolis  Bn  A&PA 

Students  at  Triton  Central  High 
School,  Shelbyville,  Ind.,  recently  had  a 
visit  from  the  Explosive  Ordnance 
Disposal  robot.  Fortunately  for  the 
students,  this  was  a friendly  visit.  The 
robot  was  accompanied  by  its  custodi- 
ans, SSG  Frederick  Stephens  and  SPC 
Anthony  Feldi  of  the  703rd  Ordnance 
Company,  Fort  Knox,  Ky.  They  were 
participating  in  the  Total  Army  Involve- 
ment in  Recruiting  program.  Triton  was 
one  of  the  six  high  schools  in  the  Metro 
South  Company  area  that  Stephens  and 
Feldi  were  visiting. 

During  their  visit,  they  gave  a brief 
overview  of  their  job  in  which  the  Army 
EOD  units  assist  the  FBI  and  the  Secret 
Service  during  VIP  visits,  such  as  the 
recent  visit  by  the  Pope. 

Despite  its  weight  of  700  pounds,  the 
robot  can  climb  stairs  and  navigate 
through  water.  It  is  equipped  with  two 
cameras  allowing  the  soldiers  to  control 
its  movements  from  a safe  distance. 

The  extension  of  the  arm  enables  the 
robot  to  manuever  in  close  quarters, 
where  the  body  of  the  robot  would  not 
necessarily  fit.  It  can  also  perform 
intricate  movements  such  as  unscrewing 
door  hinges  to  enter  a room. 

The  basic  robot  costs  approximately 
$750,000,  and  the  price-tag  increases 
when  it  is  equipped  with  various 
armaments  to  defuse  or  detonate  bombs. 

When  asked  about  their  most  exciting 
assignment,  both  Feldi  and  Stephens 
agreed  that  defusing  bombs  in  Bosnia 
was  the  most  exhilarating  situation  they 
had  been  in.  Some  of  these  bombs  were 
found  in  a crowded  elementary  school 
playground. 

Students  were  surprised  to  learn  that 
the  Army  EOD  teams  work  closely  with 
local  and  state  law  enforcement  agen- 
cies. The  great  working  rapport  ensures 
the  public  has  the  best  bomb  squads 
available  in  emergency  situations.  ^ 


SSG  Frederick  Stephens  demonstrates  some  of  the  capabilities  of  the 
Explosive  Ordnance  Robot  (EOD)  at  Triton  Central  High  School  in 
Shelbyville,  Ind. 
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The  Way  I See  It 


All  ‘*The  Way  I See  It”  forms  received  by  the  USAREC  Chief  of  Staff  are  handled  promptly. 
Those  that  are  signed  and  include  a phone  number  will  receive  a phone  call  within  48  hours  of 
receipt.  Those  with  addresses  will  receive  a written  response  approximately  3 weeks  from  receipt. 


A recruiter  writes: 

As  I sit  here  in  station  training,  I keep  saying  to  myself 
that  I was  going  to  write  USAREC  this  letter.  It  is  urgent  that 
we  don’t  fail!  We  cannot  fail!  The  United  States  Army  has  a 
mission  and  that  mission  has  to  be  accomplished.  I shared 
this  idea  with  MG  Gaddis  and  with  GEN  Reimer.  In  order  for 
me  to  get  across  my  ideas,  I have  to  be  successful.  I am  a 
successful  field  recruiter  and  assistant  station  commander.  I 
made  it  to  a couple  of  summits  where  the  Chief  of  Staff  asked 
me  what  would  I do  if  1 were  king  for  a day.  Instead  of 
complaining  about  what’s  wrong,  and  what  can  we  blame 
what  on,  I told  him  about  my  idea  in  which  everyone  laughed 
at  me  during  my  first  year.  1 said  we  need  to  have  a day 
where  every  recruiter  in  the  city,  regardless  of  rank,  goes  to 
the  central  bus  stations  with  boxes  of  doughnuts,  little 
American  flags,  and  business  cards.  All  5,000  recruiters  take 
the  bus  - transfer  - bus  - transfer  - while  passing  out  flags, 
doughnuts,  and  business  cards.  They  would  talk  to  every- 
one in  teams. 

It  would  be  like  a mass  wave  of  the  city  where  we  all  join 
forces  and  go  out  to  the  people  in  large  teams.  We  would 
ride  the  bus  with  them.  We  would  get  out  of  the  GOV  to 
mingle  with  our  city.  We  would  sit  by  them  on  the  bus  and 
talk  to  them.  Tell  them  we  exist.  We  would  then  transfer  to 
another  bus  and  talk  to  the  bus  driver.  We  would  get  some 
input  about  the  passengers  or  input  from  the  passengers. 

We  would  pass  out  doughnuts,  key  chains,  and  RPIs. 

We  would  do  this  in  one  massive  wave,  all  recruiters.  We 
would  see  how  many  leads,  numbers,  and  appointments  we 
could  get.  I call  it  “Metro  Day”  from  8 a.m.  to  6:30  p.m.  All 
we  do  is  get  on  the  buses,  and  we  do  this  nation  wide.  Let 
TDY  be  authorized. 

This  is  what  I think  we  can  accomplish,  advertise,  national 
wave  of  patriotism,  face  to  face,  obtain  leads,  and  learn  about 


our  market  on  the  transportation  side.  My  point  and  evidence 
is  I have  written  four  contracts  from  this. 

I told  myself  I would  be  successful  just  so  I could  meet  the 
CG,  so  I could  tell  him  about  this.  Guess  what!  The  Chief  of 
Staff  told  me  personally  “Good  Idea,  Write  it  up!” 

Chief  of  Staff  responds: 

Thank  you  for  sharing  your  views  through  “The  Way  I See 
It”  program  located  in  the  Recruiter  Journal.  The  program  was 
initiated  so  that  recruiting  personnel  like  you  could  share  their 
suggestions  with  the  rest  of  the  command. 

I wholeheartedly  agree  with  you,  we  cannot  fail,  and  I’m 
pleased  that  you  have  refined  a system  of  face  to  face  pros- 
pecting that  works  for  you.  I like  your  ideas,  but  I’m  afraid  that 
your  system  won’t  work  for  every  recruiter,  or  every  recruiting 
area.  Most  of  the  recruiting  areas  in  the  command  are  located 
in  rural  areas  and  do  not  have  a public  transportation  system. 
The  dollar  amount  of  the  temporary  duty  funds  necessary  to 
support  such  a program  would  be  prohibitive  if  it  involved  the 
entire  recruiting  force.  However,  your  system  of  urban 
prospecting  could  be  beneficial  on  a smaller  scale,  such  as  a 
station  or  maybe  a company  “Metro  Day.”  It  is  a good  idea, 
and  if  this  system  of  prospecting  works  for  you,  1 encourage 
you  to  keep  at  it,  and  keep  writing  those  contracts. 

Thanks  for  the  idea  - we’ll  get  it  out  to  others  via  the 
Recruiter  Journal  and  other  notes  to  the  field.  Appreciate  your 
thoughts  - keep  pushing!  We  need  everyone’s  good  ideas  and 
hard  work  to  get  us  to  mission  accomplishment.  Thanks. 

I would  like  to  thank  you  for  your  input  to  “The  Way  I See 
It”  program.  Keep  up  the  good  work,  and  don’t  stop  fonnulat- 
ing  and  refining  innovative  prospecting  plans.  The  point  of 
contact  for  prospecting  information  is  MSG  Wiza  at  (502)  626- 
0588.  25 
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The  Way  I See  It 


Vision  implies  change.  Change  is  upon  us.  We  are 
better  off  to  participate  in  change  and  to  help  shape  it 
than  to  be  dragged  along  by  change.  You  can  help  shape 
the  future  and  make  it  better.  You  know  your  job  better 
than  anyone.  What  are  your  ideas  for  improving  opera- 
tions? Share  them  on  the  space  below  and  mail  this 
according  to  the  instaictions  on  the  back  of  this  form, 
postage  free. 


Teamwork:  Working  together  as  a team,  we  can 
accomplish  more  than  working  as  individuals.  Share 
your  vision  for  the  future  of  the  US  Army  Recmiting 


Please  be  as  detailed  as  possible  when  citing 
examples  for  improvement.  Recaiiters,  support  staff, 
and  family  members  are  encouraged  to  use  this  space  to 
voice  ideas  and  concerns.  If  you  desire  a direct  response 
to  your  comments  or  suggestions,  please  include  your 
name  and  address.  Names  are  required. 


Command.  All  forms  are  mailed  to  and  received  directly 
by  the  USAREC  Chief  of  Staff,  Fort  Knox,  Ky. 


Dear  Chief  of  Staff: 


HQ  USAREC  Fm  1825,  Rev  1 May  98  (Previous  editions  are  obsolete) 
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Fold  here  second  and  secure  with  tape 


DEPARTMENT  OF  THE  ARMY 
HEADQUARTERS 

U.S.  ARMY  RECRUITING  COMMAND 
FORT  KNOX,  KY  40121-2726 


OFFICIAL  BUSINESS 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  600  FORT  KNOX  KY 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

ATTN:  RCCS  (CHIEF  OF  STAFF) 
COMMANDER 

US  ARMY  RECRUITING  COMMAND 
1307  3RD  AVE 

FORT  KNOX  KY  40121-9972 
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Fold  here  first 


Three  simple  ways  to  increase 
USAR  production 


By  MSG  Bruce  McIntosh 
Office  of  the  IG,  HQ  USAREC 

In  my  first  year  and  a half  in  recruit- 
ing, I struggled  like  a lot  of  new  recruit- 
ers do.  I knew  1 could  do  better  but  was 
having  a difficult  time  in  trying  to  sell 
the  Army  Reserve  to  young  men  and 
women.  Halfway  through  my  second 
year,  I visited  my  father,  and  we 
discussed  how  my  new  job  was  going. 

1 explained  to  him  that  I was  having  a 
hard  time  making  my  mission. 

He  told  me  that  if  a person  wanted  to 
be  successful  in  sales,  they  had  to  learn 
and  practice  three  basic  tenets  of 
salesmanship.  First,  no  matter  what  it 
was  that  you  were  selling,  you  had  to 
believe  in  your  product  and  learn 
everything  about  it.  Second,  you  must 
always  provide  the  best  possible  service 
to  your  clients  and  treat  them  like  you 
yourself  would  want  to  be  treated. 

Finally,  he  said,  “The  most  important 
thing  you  must  learn  is  that  a person 
who  never  makes  any  mistakes,  never 
makes!”  I didn’t  really  understand  this 
statement  until  1 had  been  recruiting  for 
about  three  years. 

One  of  the  first  things  I did  when  I 
returned  from  leave  was  to  read  up  on 
every  regulation  1 could  find  that 
covered  the  Army  Reserve.  One  of  the 
first  regulations  I reread  was  AR  60 1 - 
2 1 0,  Regular  Army  and  Army  Reserve 
Enlistment  Program.  It  is  amazing  what 
you  can  find  in  this  regulation  if  you 
thoroughly  read  it.  Next,  I read 
USAREC  Reg  140-3  (IRR  transfers)  and 
USAREC  Reg  601-95  (DEP/DTP),  both 
which  can  be  found  in  the  Recruiting 
Station  Operations  Update.  I completely 
read  and  reread  the  Reserve  Components 
Personnel  Update.  Special  emphasis 
should  be  placed  on  AR  135-91,  AR 
135-178,  AR  140-10,  AR  140-1 1 1,  and 
AR  140-158.  Finally,  I read  every 
brochure  in  print  that  covered  the  Army 
Reserve.  I became  technically  proficient 
in  every  program  and  benefit  the  Army 
Reserve  had  to  offer. 


Second,  I visited  every  Reserve  unit 
in  my  area  and  introduced  myself  as  the 
new  Army  Reserve  recruiter  for  that 
unit.  (Up  to  this  point,  I had  never  really 
gotten  to  know  the  units.  I knew  where 
they  were  located,  but  that  was  about  all 
1 knew.)  It  didn’t  matter  that  there  were 
nine  other  Reserve  recruiters  in  the  area. 

I informed  the  units  that  1 was  their 
recruiter. 

I learned  everything  I could  about  the 
units:  when  and  where  they  drilled; 
where  they  went  for  annual  training;  and 
any  adventure  training  that  they  might 
conduct.  I knew  who  the  technicians 
were  for  every  unit.  1 had  the  names  and 
phone  numbers  of  every  unit  first 
sergeant  and  company  commander.  1 
attended  weekend  drills  and  volunteered 
to  conduct  classes  in  drill  and  ceremony, 
map  reading,  and  whatever  else  the  units 
would  come  up  with.  I even  helped  out 
with  the  noon  meals. 

At  the  end  of  the  day,  before  the  unit 
was  released,  I was  given  the  opportu- 
nity to  address  the  formation.  1 always 
asked  for  referrals.  I explained  to  them 
that  providing  me  with  referrals  helped 
not  only  the  unit  when  it  came  to 
readiness,  but  would  also  benefit  the 
soldiers  by  providing  them  with  extra 
retirement  points  (see  USAREC/ 
FORSCOM  Reg  601-67  in  the  Recruit- 
ing Station  Operations  Update). 

This  extra  time  spent  in  the  units 
started  to  pay  off  They  started  referring 
people  to  me  - not  just  prior  service,  but 
non-prior  service  applicants  as  well.  I 
was  a recruiter  they  could  trust  and 
depend  upon.  I would  venture  to  say  that 
these  referrals  alone  accounted  for  over 
20  enlistments  a year. 

After  a non-prior  service  person 
joined,  I always  briefed  the  parents  on 
the  benefits  their  son  or  daughter  had 
received.  Also,  I accompanied  all  my 
soldiers  to  their  first  drill.  If  they  didn’t 
drive,  1 found  other  soldiers  in  the  unit 
who  lived  near  them  and  arranged 
transportation  for  them.  If  one  of  my 
soldiers  did  not  have  a ride  to  a drill, 
then  I would  take  them.  I treated  all  my 


soldiers  with  the  same  respect  that  I 
myself  would  expect  to  receive.  In 
seven  years  of  being  “on  the  bag,”  I had 
three  people  who  refused  to  ship  to 
training. 

Finally,  if  you  never  ask  someone  to 
buy  your  product,  then  you  will  never 
make  any  sales.  If  you  don’t  ask  people 
to  join  the  Army  Reserve,  then  you  will 
never  be  successful.  One  of  the  easiest 
ways  to  find  prospective  soldiers  is  to 
use  McIntosh’s  “Rule  of  Five.”  Every- 
day, get  out  of  your  office  and  go  out 
into  your  area  and  talk  to  five  different 
people.  You  can  visit  the  malls,  high 
schools,  college  campuses,  fast  food 
restaurants,  unemployment  offices,  etc. 
The  list  is  endless. 

Give  these  people  a business  card  and 
RPI.  At  the  end  of  one  week  you  will 
have  talked  to  25  people.  Granted,  not 
everyone  you  talk  to  will  make  an 
appointment  with  you,  but  I will 
guarantee  you  that  out  of  those  25 
people,  one  will  join  the  Army  Reserve. 
One  a week  is  four  a month.  No  matter 
where  you  are  recruiting,  whether  it  be 
Minneapolis,  Montgomery,  or  Phoenix, 
you  can  always  find  25  people  each 
week  to  talk  to.  This,  combined  with  the 
referrals  from  your  Reserve  units, 
should  more  than  help  you  make 
mission  each  month.  I did  it  in  Phoenix, 
and  I was  a very  successful  recruiter. 
You  can  be  successful  too. 

Remember,  a recruiter  who  never 
makes  any  mistakes,  never  makes!  ^ 


About  the  author 

Seven  years  as  a field  recruiter  in 
Phoenix,  Ariz. 

Two  years  as  a USAR  guidance 
counselor. 

Two  years  as  the  assistant  USAR 
operations  NCO  for  Phoenix 
Battalion. 

One  and  a half  years  at  USAREC  HQ, 
Reserve  Affairs  Plans  and  Policy. 

The  past  two  years  on  the  Inspector 
General  team. 
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Army  Reserve  airs  new 
television  commercials 


by  MAJ  Mark  Zimmer 
USARECA&PA 

The  US  Army  Reserve  (USAR)  has  a 
new  national  TV  campaign  that  departs 
from  the  traditional  “Be  All  That  You 
Can  Be”  Active  Army  advertisements. 
The  new  “Simultaneous  Benefits” 
campaign  emphasizes  how  Army 
Reserve  service  benefits  your  civilian 
life,  whether  in  school,  employed  full- 
time or  even  as  a parent.  The  commer- 
cials also  distinguish  the  benefits  and 
obligations  of  Army  Reserve  service 
from  those  of  active  duty.  Research  has 
shown  that  most  people  have  a pretty 
good  idea  what  it  means  to  be  in  the 
Army  but  very  few  understand  the  role 
of  the  USAR. 

PFC  Pete  Montez  is  featured  in  15- 
and  30-second  TV  spots  that  highlight 
his  pursuit  of  a college  degree  while 
serving  part-time  as  a military  intelli- 
gence analyst  in  the  6th  Aviation 
Regiment,  7th  Cavalry  Squadron, 
Conroe,  Texas.  Montez  is  pursuing  a 
career  in  law  enforcement  and  studying 
as  a full-time  student  at  Sam  Houston 
University.  Pete’s  ultimate  aim  is  to  be 
a FBI  agent.  That  is,  if  a TV  career 
doesn’t  sidetrack  his  plans. 


“People  stop  me  in  the  weight  room 
and  say  they  saw  me  on  MTV,  and 
they’re  amazed  I’m  not  an  actor,  that 
I’m  really  in  the  Reserve,”  Montez  says. 

SPC  Jeniffer  Krejci,  a customer 
service  representative,  also  from  the  6th 
Aviation  Regiment,  added  yet  another 
impressive  accomplishment  to  her 


www.goarmy.com 

ARMY  RESERVE 


1-800-USA-ARMY 


demanding  life  - starring  in  a national 
ad  campaign. 

“I’m  always  looking  forward  to  new 
opportunities  to  test  myself,”  she  said. 
“So,  when  I was  approached  to  do  the 
commercial,  I jumped  at  the  chance.” 

The  15-second  segment  focuses  on 
Krejci  tackling  challenges  on  the 
battlefield  as  well  as  in  the  office.  It 
demonstrates  the  direct  benefit  that 
Army  Reserve  service  offers  soldiers  in 
their  civilian  jobs. 

These  commercials  have  to  not  only 
catch  the  attention  of  a very  hard  to 
reach  audience,  but  also  convey  a 
compelling  message  to  join  the  Army 
Reserve.  Adults,  ages  17-24,  are  the 
target  for  almost  all  Army  Reserve 
advertising  and  the  media  of  choice  for 
reaching  these  people  are  either  televi- 
sion or  the  increasingly  important 
Internet.  These  national  commercials  are 
available  on  the  Army  Reserve  section 
of  http://www.goarmy.com/.  ^ 
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DeAnn  Daily  and  SFC  Harry  O.  Browner 
Jr.,  NCOIC  of  the  Pittsburgh  Health 
Care  Recruiting  Team 


Story  and  photos  by  Don  Motz, 
Pittsburgh  Bn  A&PA 

DeAnn  Michelle  Daily,  a nursing 
student  at  the  University  of  Texas  at 
Arlington,  has  been  named  the  recipient 
of  the  US  Army’s  National  Spirit  of 
Nursing  Award  for  1999  at  the  National 
Student  Nurses  Association  annual 
convention  held  in  Pittsburgh,  Pa. 

Daily  was  selected  from  a field  of 
1 32  candidates  for  the  award  that 
recognizes  student  nurses  for  exemplary 
academic,  community,  professional,  and 
personal  achievements. 

This  was  not  the  first  Army  award 
won  by  Daily,  who  as  a young  girl 
wanted  to  grow  up  to  be  a “splinter 
doctor”  but  instead  chose  nursing.  Her 
60-mph  softball  pitch  and  fielding 
talents,  prowess  on  the  volleyball  court, 
and  excellent  academic  record  at  North 
Garland  High  School  in  Garland,  Texas, 
earned  her  the  school’s  US  Army 
Reserve  Scholar/Athlete  Award  in  1995. 

During  her  college  career  she  was 
inducted  into  the  Omicron  Delta  Kappa 
Leadership,  Alpha  Chi,  Sigma  Theta 
Tau  and  the  Golden  Key  National  Honor 
Societies.  She  graduated  summa  cum 
laude  in  May. 

Her  professional  activities  included 
serving  as  president  of  the  Nursing 
Constituency  Council  (Division  of 
Student  Congress),  serving  as  a nurse 
extern  at  Zale  Lipshy  University 
Hospital,  and  international  nursing  study 
abroad  at  the  Florence  Nightingale 


The  Spirit 
of  Nursing  1999 


Left  to  right:  SFC 
Browner,  Pittsburgh 
Healthcare 
Recruiting  Team; 
DeAnn  Daily;  COL 
Gwendolyn  Fryer, 
Chief,  Army  Nurse 
Branch,  USAREC; 
and  Thomas  H. 
Pepler  IV,  vice 
president  of  NSNA 
Board  of  Directors. 


Institute  in  London,  England. 

Daily  believes  in  being  involved.  She 
serves  annually  as  a volunteer  for 
Special  Olympics,  Toys  for  Tots,  Trick 
or  Treat  for  Canned  Food,  and  the 
Tarrant  County  (Texas)  Women’s 
Center  Rape  Crisis  Division,  to  name 
but  a few. 

Daily  plans  to  go  on  to  graduate 
school  but  is  not  sure  what  to  specialize 


in  yet  sales...  administration  ...  or 
being  a nurse  practitioner.  But  first 
she’ll  complete  a Neo-Natal  ICU 
internship  at  Baylor  in  Dallas. 

Still  amazed  at  the  standing  ovation 
she  received  from  her  peers  when  the 
award  was  presented,  she  has  her  goals 
set  high.  “Be  all  you  can  be”  is  not  just 
the  Army’s  logo  to  Daily.  It’s  a way  of 
life.  ^ 
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The  Army  display  at  the  convention  was  often  crowded  with  nursing  students. 
The  exhibit  was  staffed  by  RSB,  AMEDD,  and  ROTC  personnel. 
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How  the  "movies” 
get  in  the  box 

—Another  Side  q/'A/t/SS 


by  Janice  Page-Brewster 
USAREC  Area  Support  Group 


I doubt  that  many  recruiters  think 
about  my  friends  and  me  very  often.  In 
fact  they  take  me  for  granted.  I am 
always  there  when  needed,  ready  to 
pique  an  applicant’s  interest  in  Army 
programs  and  benefits,  help  identify 
those  elusive  buying  motives,  or  cinch 
the  sale  of  a new  Army  career.  So  just 
what  am  I?  I am  an  ARISS  video.  You 
heard  me  right;  I am  a video.  And  by 
the  way,  I am  not  really  a “movie,”  but  I 
will  forgive  you  if  you  slip  and  call  me 
by  that  name. 

I come  from  a long  and  proud 
heritage  that  started  in  1981  with  the 
beginning  of  the  Joint  Optical  Informa- 
tion Network,  or  JOIN.  With  the 
implementation  of  JOIN,  the  Army 
became  the  first  armed  service  to 
develop  computer  accessed,  video-based 
sales  presentations  for  recruiters  and 
guidance  counselors.  This  concept  of 
automated  sales  presentations  has 
proven  itself  for  the  past  1 8 years 
through  the  evolution  of  JOIN  to  the 
Army  Recruiting  Information  Support 
System,  or  ARISS. 

Today  the  sales  presentations  are  still 
computer-accessed  and  video-based,  but 
the  system  is  sleek,  modem,  and 
portable.  CD-ROMs  have  replaced 
cumbersome  laserdiscs,  notebook 
computers  travel  with  recruiters  instead 
of  remaining  behind  in  the  stations,  and 
complex  and  colorful  programming 
makes  the  sales  presentation  come  alive 
as  dynamic  multimedia  shows.  As  an 
ARISS  video,  I can  trulysay  that  I keep 
some  elite  company. 


For  all  of  the  importance  that  my 
friends  and  I play  in  the  ARISS  sales 
presentations,  I wonder  if  many  of  you 
ever  think  about  how  we  got  here.  Oh,  I 
know  a lot  of  you  think  it  is  as  simple  as 
grabbing  a home  camcorder  and  just 
shooting  some  scenes.  Well,  just  hold  on 
to  your  CDs,  because  I am  going  to  tell 
you  just  what  goes  into  the  creation  of 
an  ARISS  video. 

Let  me  start  with  the  basics.  For 
production  purposes,  ARISS  videos 
come  in  two  forms  - sales  presentation 
and  military  occupational  specialty 
(MOS).  Both  recruiters  and  guidance 
counselors  can  show  sales  presentation 
videos  that  are  further  categorized  into 
options  and  benefits  under  the  TEAMS 
concept  (training,  education,  achieve- 
ment/adventure, money,  and  service  to 
country).  Army  locations,  DEP/DTP, 
station  of  choice,  and  skill  clusters 
(career  management  field  overviews). 
MOS  videos  are  only  shown  by  guid- 
ance counselors  and  provide  legal 
documentation  that  an  applicant  has 
received  proper  and  truthful  information 
about  the  MOS  selected  as  his  or  her 
new  Army  career. 

MOS  videos  cover  virtually  every 
entry  level  regular  Army  and  Reserve 
job.  Between  sales  presentation  and 
MOS  videos,  recruiters  and  guidance 
counselors  have  a library  of  over  300 
videos  (and  growing)  at  their  disposal. 
You  can  readily  see  just  what  an 
important  role  we  ARISS  videos  can 
play  in  the  recruiting  process. 


From  concept  to  implementation  of 
the  finished  product,  the  journey  of  an 
ARISS  video  is  an  example  of  Army 
teamwork  at  its  finest.  My  production 
alone  crossed  major  command  lines, 
involved  private  contractors,  and  drew 
upon  television  personnel,  both  military 
and  civilians,  from  some  of  the  Army’s 
best  educational  television  studios.  This 
scenario  is  typical  for  production  of 
most  ARISS  videos. 

The  journey  really  begins  each  March 
when  the  Training  Technologies 
Division  of  the  Recruiting  Support 
Battalion  queries  USAREC  staff 
organizations  about  video  requirements 
they  anticipate  for  the  upcoming  fiscal 
year.  Training  Technologies  Division  is 
the  USAREC  program  manager  and 
executive  producer  for  all  ARISS  videos 
to  ensure  that  budgets  are  developed  and 
funded,  all  aspects  of  production  are 
coordinated  through  appropriate 
channels,  technical  advisor  and  subject 
matter  expert  assistance  is  provided  to 
scriptwriters  and  video  crews,  strict  legal 
and  technical  guidelines  are  met  in  each 
video,  and  CD-ROM  production  and 
distribution  meets  established  fielding 
deadlines. 

Besides  ARISS  videos.  Training 
Technologies  Division  is  also  respon- 
sible for  funding  and  producing  com- 
mand information,  training,  and  special 
event  videos  for  the  command  group  and 
staff  organizations,  supporting  RSB 
modernization,  providing  video  support 
for  multimedia  and  Intranet/Intemet 
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applications,  consulting  on  a wide 
variety  of  training  programs  and 
projects,  and  researching  new  and 
emerging  technologies  for  application  in 
command  training  programs.  Once  video 
requirements  start  coming  in.  Training 
Technologies  Division  starts  to  build  a 
strawman  budget. 

Completely  outside  of  USAREC,  the 
video  journey  takes  two  divergent  routes 
on  the  road  to  completion.  In  Training 
and  Doctrine  Command  (TRADOC),  an 
ARISS  Video  Program  Manager  queries 
service  schools  about  the  status  of  MOS 
videos  and  builds  a list  of  videos  to 
produce  new  or  update.  Working  closely 
with  Training  Technologies  Division, 
the  TRADOC  ARISS  Video  Program 
Manager  prices  and  schedules  produc- 
tion of  MOS  and  sales  presentation 
videos  through  its  network  of  educa- 
tional television  studios  located  at  Forts 
Knox,  Eustis,  Gordon,  Benning,  Bragg, 
Leonard  Wood,  Sill,  Hood,  Huachuca, 
Lee,  Rucker,  and  Redstone  Arsenal.  By 
July  the  TRADOC  program  manager 
submits  a proposed  production  budget 
and  schedule  to  Training  Technologies 
Division  for  approval.  At  the  same  time, 
the  TRADOC  program  manager  lets 
scriptwriting  contracts  to  begin  the 
production  process  for  the  new  fiscal 
year’s  MOS  videos. 

Along  the  other  route,  an  ARISS 
Video  Program  Manager  at  the  Army 
Medical  Department  Center  and  School 
queries  his  school  about  the  status  of 
medical  MOS  videos.  Working  closely 
with  Training  Technologies  Division 
and  Health  Sciences  Division  of  Recruit- 
ing Operations  Directorate,  the  program 
manager  develops  prices  and  schedules 
production  of  medical  MOS  and  sales 
presentation  videos  for  production  by 
the  educational  television  studios  at  Fort 
Sam  Houston.  Like  TRADOC,  the 
Medical  Command  (MEDCOM) 
production  budget  and  schedule  are 
submitted  to  Training  Technologies 
Division  for  approval. 

Are  you  impressed  so  far?  I hope  so, 
because  the  fun  really  starts  October  1 of 
each  new  fiscal  year.  Assuming  that 
funding  arrives  on  time,  the  video 
program  shifts  into  high  gear. 

A script  review  board  is  convened  at 


USAREC  by  November  to  review  and 
approve  all  MOS  and  sales  presentation 
scripts  written  so  far.  The  scripts  are 
scrutinized  against  stringent  criteria  and 
Army  and  USAREC  regulations  by 
board  members  from  several  USAREC 
staff  organizations  and  representatives 
from  TRADOC,  MEDCOM,  and 
Personnel  Command  (PERSCOM). 
Before  the  scripts  even  make  it  to  the 
board,  they  are  reviewed  and  approved 
by  subject  matter  experts  at  the  various 
services  schools  and  the  TRADOC  and 
MEDCOM  ARISS  Video  Program 
Managers. 

After  the  script  board  is  over,  the 
approved  scripts  are  sent  to  different 
educational  television  studios  through- 
out TRADOC  and  MEDCOM  to  begin 
production.  From  January  through  July, 
the  program  goes  into  overdrive  as  the 
studios,  MACOM  program  managers, 
and  Training  Technologies  Division  all 
work  as  a team  to  complete  as  many 
productions  as  possible  before  the  final, 
big  event  of  the  video  production  cycle 
- the  Video  Review  Board. 

Membership  on  a video  review  board 
is  the  same  as  that  for  a script  review 
board,  but  the  process  is  much  more 
intense.  We  ARISS  videos  can  be 
reviewed  over  and  over  by  the  board  and 
even  scrutinized  frame  by  frame  for 
legalities,  minority  representation  ratios, 
safety  violations,  accurate  portrayal  of 
Army  jobs,  correct  presentation  of 
policies  and  programs,  and  compliance 
with  regulations.  The  service  schools 
and  programs  managers  review  all 
videos  before  they  are  sent  to  the  board, 
and  subject  matter  experts  and  television 
producers/directors  are  on  call  during 
the  board  to  field  telephonic  questions 
from  board  members.  Lucky  videos  that 
survive  this  process  are  approved  (I  was 
one  of  the  lucky  ones);  unlucky  videos 
get  recycled  back  to  their  producing 
television  studios  for  additional  work. 
Video  review  boards  usually  convene  in 
August  at  USAREC,  and  the  production 
cycle  for  that  fiscal  year  winds  down. 

Whew,  we  can  all  rest  now,  right? 
Wrong!  Approved  videos  are  scheduled 
for  the  process  of  digitization  to  com- 
press (ouch  - that  really  hurts)  and 
change  our  frames  into  digital  bits  and 


bytes,  so  we  can  be  copied  onto  CD- 
ROMs  for  the  ARISS  notebook  comput- 
ers to  read  and  play.  Besides,  the  end  of 
the  fiscal  year  does  not  mean  the  work  is 
through.  Training  Technologies  Division 
and  the  MACOM  ARISS  Video  Pro- 
gram Managers  have  already  been  hard 
at  work  for  several  months  on  the  new 
fiscal  year’s  video  production  program. 
The  cycle  goes  on. 

As  long  as  USAREC  believes  in  the 
value  and  the  power  of  merging  com- 
puter and  video  technologies  to  create 
dynamic  sales  presentations  for  recruit- 
ers and  guidance  counselors  to  use, 
ARISS  videos  like  me  will  be  around. 
Our  technology  is  constantly  changing 
and  evolving,  just  like  that  of  computers. 
Soon  my  friends  will  be  produced  in  an 
all-digital  environment  where  no  film  is 
used  and  the  results  in  color  and 
resolution  wilt  be  awesome!  And,  who 
knows?  I might  be  updated  one  day  in 
that  all  digital  format.  Maybe  I can  skip 
that  painful  compression  part  and  just  go 
straight  to  my  CD-ROM,  or  maybe  to 
my  DVD. 

Whatever  my  future  holds,  ARISS 
videos  will  continue  the  tradition  of  their 
JOIN  predecessors  in  providing  Army 
recruiters  with  some  of  the  finest  sales 
tools  found  anywhere.  And  now  you 
know  just  how  the  “movies”  really  get  in 
the  box! 
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Bobsledder 


By  Mary  Auer 

Indianapolis  Battalion  A&PA 

You  couldn’t  blame  recruiters  at  the 
Clarksville,  Ind.,  station  if  they  thought  they 
were  dreaming  the  afternoon  of  March  10. 

After  all,  it  isn’t  every  day  when  an  ap- 
plicant with  a post-graduate  degree  and  an 
impressive  list  of  athletic  accomplishments 
walks  in  the  door  and  wants  to  join  the  Army. 

Yet,  that’s  exactly  what  happened  to  SFC 
Jim  Ritchie  and  his  recruiters  when  Dr.  Dou- 
glas Sharp,  a Jeffersonville,  Ind.,  resident 
and  assistant  track  coach  at  the  University 
of  Louisville,  stopped  by  the  Clarksville  sta- 
tion to  inquire  about  the  Army’s  World  Class 
Athlete  Program. 

Sharp,  a member  of  the  US  National 
Bobsled  Team,  who  participated  in  the  1999 
World  Championships  in  Cortina,  Italy,  had 
been  referred  to  his  local  recruiting  station 
by  William  Tavares,  the  US  Olympic  and 
National  team  coach. 


Dr.  Douglas  Sharp 
reviews  his  enlist- 
ment contract  with 
SFC  Ed  Bocock  of 
the  Louisville 
MBPS  guidance 
counselors’  shop. 
Photo  by  Doug  Key, 
3d  Bde  A&PA 


According  to  Ritchie,  Sharp  “knew 
nothing  about  the  Army”  at  that  point 
except  what  he’d  been  told  about  the 
WCAP.  He  didn’t  know,  for  example,  that 
the  Army  could  repay  $65,000  of  his  stu- 
dent loans,  or  that  he  could  receive  a 
cash  bonus  for  enlisting  in  a priority  skill 
specialty. 

After  a full  sales  presentation  by 
Clarksville  recruiters.  Sharp  was  ready 
to  raise  his  right  hand.  He  completed  pro- 


cessing at  the  Louisville  MBPS  March  26, 
and  shipped  to  Fort  Sill,  Okla.,  March  29 
for  basic  training  and  AIT  as  a field  artillery 
crewmember.  In  addition  to  the  Loan  Re- 
payment Program,  he  also  qualified  to  re- 
ceive a $ 1 2,000  enlistment  bonus. 

Dr.  — now  Specialist  — Sharp  plans  to 
apply  for  admission  to  the  WCAP  during 
his  advanced  training,  with  hopes  of  rep- 
resenting the  Army  and  the  US  at  the  2002 
Winter  Olympics.  ^ 


"County  Mile"  Adoption 

by  Dottie  Pack 

Hqs,  US  Army  Recruiting  Command 

Due  to  the  low  awareness  and  visibility 
of  the  US  Army  in  the  Houston  area,  the 


Greens  Road  Recruiting  Station  has  found 
an  innovative  way  of  promoting  the  US 
Army.  With  limited  advertising  budgets 
for  billboards,  the  only  means  of  advertis- 
ing is  through  recruiters,  recruiting  sta- 
tions, DEP  members,  and  by  word  of  mouth. 

Television  ads  reach  the  target  audience, 
but  it  don’t  really  portray  the  US  Army  as 
community  activists  and 
volunteers,  which  in  itself 
is  a vital  advertising  tool 
that  puts  a different  face  to 
the  US  Army. 

For  these  reasons,  SSG 
William  L.  Green  of  the 
Greens  Road  Recruiting 
Station  came  up  with  the 
idea  for  the  station  to  adopt 
a “County  Mile”  within 
their  recruiting  zone.  “I 
wanted  to  find  a way  to  put 
the  US  Army  in  the  fore- 
front in  the  community,  as 
people,  not  just  as  Army  re- 
cruiters, and  not  spend  any 
money,  but  at  the  same  time 
promote  the  Army  mes- 
sage,” said  Green.  A sign 


has  been  posted  that  reads,  “This  County 
Mile  Adopted  by  US  Army  Greens  Road 
Recruiting  Station.”  At  no  cost  to  the  re- 
cruiting station,  this  sign  now  promotes 
the  Army  message  to  every  car  that  passes 
by,  whether  the  passengers  are  a teacher, 
parent,  student,  principal,  grandmother,  job 
seeker,  or  just  someone  looking  for  oppor- 
tunities. “It  also  promotes  the  awareness 
and  visibility  of  the  US  Army  in  commu- 
nity support,  displays  interest  in  the  envi- 
ronment, and  shows  concern  for  commu- 
nity as  neighbors,”  Green  added. 

The  US  Army  Recruiting  Command 
Chief  of  Staff,  COL  Richard  Majauskas, 
wholeheartedly  approved  of  Greens  Road’s 
method.  “Super  job,”  Majauskas  said. 
“This  is  a great,  highly  visible  way  of  show- 
ing that  your  station  is  part  of  the  commu- 
nity. The  sign  will  remind  them  (the  travel- 
ers) of  your  location,  for  those  who  want 
to  learn  more  about  what  the  Army  and 
Army  Reserve  have  to  offer.” 

“I  commend  you  on  your  efforts,”  said 
Majauskas,  “And  encourage  you  to  make 
sure  you  follow  through  on  maintaining  the 
appearance  of  your  stretch  of  highway,  be- 
cause it’s  your  ‘County  Mile’  now.”  ^ 
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Recruiter  Dances  His  Way  into  Schools 


Photos  and  Story 
by  Vernetta  E.  Garcia 
Columbia  Rctg  Bn  A& PA 

Although  his  Spanish  accent  has  dimin- 
ished, his  culture  and  heritage  are  much  a 
part  of  his  life.  SFC  Alexis  King  of  the 
Anderson  Recruiting  Station  along  with  his 
wife,  Cecilia,  shared  their  Panamanian  roots 
with  Westside  High  School’s  Spanish  class 
students. 

King  and  his  wife  are  from  Colon, 
Panama.  In  1986,  his  family  moved  to  Co- 
lumbus, Ga.,  where  his  father,  Earl  King,  is 
a translator  at  the  School  of  the  Americas. 
King  joined  the  Army  1 1 years  ago  as  a 
91 B,  medical  specialist,  and  has  only  been 
on  recruiting  duty  for  a year.  In  this  time, 
he  has  definitely  made  himself  known  in 
his  school.  Students,  faculty,  and  staff  ea- 
gerly greet  him  when  he  enters  the 
Westside  High  School  campus. 

On  May  1 4, 1 999,  he  had  been  invited  to 
teach  a class  during  two  of  Ms.  Hilda 
Zeglen’s  Spanish  classes.  The  classes  be- 
gan with  delectable  Spanish  food  prepared 
by  the  students,  who  had  researched  dif- 
ferent Spanish  foods  and  found  recipes  on 
the  Internet.  By  sharing  their  dishes,  the 
Kings  were  able  to  feast  in  each  class. 


Cecilia  and  husband,  SFC  Alexis  King,  demonstrate  the  salsa  to  the  students. 


After  the  feasting.  King  displayed  the  country’s  flag  and  began  to  quiz  the  students 
about  his  native  Panama.  He  asked  about  the  climate,  currency,  and  of  course  the  Panama 
Canal.  The  students  were  very  knowledgeable,  and  with  each  correct  answer  King  gave 
out  an  Army  pencil.  He  explained  about  the  nine  different  provinces  in  Panama  and 
passed  around  Panamanian  artifacts,  artwork,  and  postcards.  The  students  enjoyed 
studying  the  pieces  and  asked  a lot  of  questions.  King  then  passed  out  lead  cards  and 
asked  students  to  fill  them  out  if  they  were  interested  in  more  information.  He  placed  the 
cards  in  an  large  envelope  and  asked  Zeglen  to  draw  a name.  The  winner  received  an 
Army  water  bottle. 


The  highlight  of  the  presentation  came  with  the  music.  King  first 
played  some  native  folk  music,  then  a little  Spanish  reggae.  When  the  stu- 
dents warmed  up.  King  broke  out  the  salsa  and  merengue  music,  and  it  was 
time  to  dance.  The  smooth,  graceful  King  couple  demonstrated  the  two 
dances.  The  students  were  very  impressed.  Then  King  gave  Lakiesha  Moore 
a turn.  The  graceful  and  six-months  pregnant  Cecilia  had  a good  time  pluck- 
ing the  students  from  the  class  and  teaching  the  dance  steps.  It  was  difficult 
to  tell  who  was  having  more  fun.  To  the  sheer  delight  of  her  students, 
Zeglen  even  got  into  the  groove. 

King  gave  her  some  the  Spanish  language  RPI  booklets  to  use.  She 
offered  to  take  other  RPI  pamphlets  and  pass  them  out  in  her  other  classes. 
“He’s  such  a nice  person,  everyone  likes  him,’’  commented  Zeglen.  She  was 
very  grateful  to  the  Kings  for  making  the  day  so  enjoyable.  Zeglen  even 
gave  the  couple  a nice  baby  gift  to  thank  them  for  taking  the  time  to  be  with 
the  students.  She  asked  them  to  come  back  during  the  next  school  year  for 
another  dance  lesson. 

“I  had  a good  time  today,’’  said  King.  He  also  noted  it’s  a great  way  to 
work  his  way  through  the  school,  which  has  over  300  seniors  and  does  not 
release  a list. 

After  each  class,  students  eagerly  thanked  King  and  his  wife.  Although 
Zeglen  had  a lot  of  dirty  dishes  to  clean,  she  said  the  day  was  a lot  of  fun. 
“Success  is  when  they  enjoy  it  and  listen  to  what  you’re  saying,  and  it  was 
a great  success,’’  said  Zeglen. 

SFC  Alexis  King  dances  with  Lakiesha  Moore,  a student  at  Westside 
High  School. 
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Story  and  Photo  by 
Michele  M.  Moore 
Great  Lakes  Battalion  A&PA 

Delayed  Entry  Program  (DEP)  soldiers, 
peers,  and  parents  got  a rare  glimpse  of 
Army  life  inside  the  state  of  Michigan, 
April  1 0,  when  they  attended  the  first  Great 
Lakes  Recruiting  Battalion  mega-DEP 
event  ever  held  at  the  United  States  Army 
Tank-automotive  and  Armaments  Com- 
mand. 

CPT  Ernest  McIntyre,  commander  of  the 
Mount  Clemens  Recruiting  Company,  sug- 
gested the  event  as  a way  to  familiarize  his 
DEP  soldiers  with  Army  personnel,  equip- 
ment, and  job  specialties.  He  realized  that 
as  the  Army’s  home  of  wheeled  and  tracked 
vehicles,  TACOM  could  provide  recruits  a 
unique  opportunity  to  get  a preview  of 
what  life  will  be  like  inside  Uncle  Sam’s  “Big 
Green  Machine.” 

Located  in  the  Detroit  suburb  of  War- 
ren, TACOM  is  one  of  the  major  subordi- 
nate components  of  the  Army  Materiel 
Command.  The  military  and  civilian  person- 
nel at  TACOM  manage  more  than  3,000 
Army  ground  combat  weapon  systems 
throughout  their  lifecycles,  to  include  ini- 
tial research  and  development,  procurement, 
fielding,  and  maintenance  or  disposal  di- 
rection. Although  not  a depot  or  storage 
facility  for  vehicles,  TACOM  does  have  a 
few  of  the  vehicle  systems  it  manages  on 
site. 

On  the  sunny  Saturday  of  the  DEP  func- 
tion, the  guards  at  TACOM’s  main  gate 
waved  the  more  than  250  visitors  in  and 
directed  them  to  the  auditorium  inside 
TACOM’s  Research  and  Development 
Center.  Guests  were  welcomed  and  shown 


a video  showcasing  Army  soldiers  using 
the  equipment  managed  at  TACOM.  The 
video’s  action  shots  set  to  the  tune  of  rock 
music  were  a hit  with  the  audience. 

TACOM  Commander,  MG  Roy  E. 
Beauchamp,  then  addressed  the  group.  He 
explained  his  command’s  mission,  dis- 
cussed his  own  Army  experiences,  and  en- 
couraged visitors  to  ask  tough  questions 
of  the  soldiers  they  would  encounter  dur- 
ing their  tour.  “We  make  a big  difference 
here  at  TACOM... but  everything  we  do 
would  be  worthless  if  we  didn’t  have  great 
soldiers  in  the  Army  to  be  the  beneficiaries 
of  what  we  do,”  he  said. 

Top  TACOM  Non-Commissioned  Of- 
ficer, CSM  Herbert  Nicholson,  then  stepped 
up  to  the  podium  and  shared  his  back- 
ground in  the  Army,  discussed  Army  ben- 
efits, and  emphasized  that  the  Army  is  still 
a great  place  to  launch  a career.  “This  is 
still  the  place  to  ‘Be  All  You  Can  Be’,”  he 
said. 

After  enjoying  a catered  lunch,  visitors 
were  escorted  to  a static  display  area  for 
an  opportunity  to  view  some  of  the  some 
wheeled  and  tracked  vehicles  up  close. 
Equipment  on  site  for  review  included  an 
M 1 A2  Abrams  Tank,  an  M2/3  Bradley  Fight- 
ing Vehicle,  an  M577  Carrier  Command 
Post,  an  M 1 1 3 A3  Armored  Personnel  Car- 
rier, a Palletized  Load  System,  a Heavy 
Equipment  Transporter,  an  ATLAS  All  Ter- 
rain Lifter  Army  System,  an  M973A1 
Tracked  Carrier,  and  some  High  Mobility 
Multipurpose  Wheeled  Vehicles.  Visitors 
were  even  allowed  to  take  a peek  at  a life- 
sized  model  of  a new  stealth  tank  currently 
being  designed  in  TACOM’s  research  and 
development  area. 

TACOM  active  duty  soldiers  and  civil- 
ians were  stationed  near  the  vehicles  to 
answer  any  questions  visitors  might  have 
about  the  equipment  or  TACOM’s  equip- 
ment management  role.  At  the  request  of 
the  recruiting  battalion,  three  local  Army 
Reserve  drill  sergeants  also  attended  the 
event  to  walk  among  the  crowd  and  talk 
with  parents  and  DEPs  about  basic  train- 
ing concerns. 

After  the  tour,  guests  reconvened  back 
in  the  auditorium  to  view  a performance  by 
the  Lincoln  and  Centerline  Junior  Reserve 
Office  Training  Corps  drill  team.  Impressed 
with  the  team’s  precision  performance, 
Beauchamp  presented  each  team  member 
with  a Commander’s  Coin  of  Excellence. 
The  final  highlight  of  the  TACOM  mega- 


DEP  event  was  a brief  history  lesson  on 
the  Buffalo  Soldier  from  Johnny  Price,  a 
Black  Western  Historical  Society  member 
decked  out  in  a period  uniform. 

Beauchamp  then  stepped  up  to  the  po- 
dium to  conclude  the  tour  by  thanking  visi- 
tors for  both  their  attendance  and  interest 
in  the  United  States  Army.  “This  is  impor- 
tant work  and  the  Army  needs  you  - your 
country  needs  you,”  he  said. 

Prior  to  departing,  several  visitors  com- 
mented on  the  effectiveness  of  the  tour. 
“It  was  fun.  I enjoyed  seeing  all  the  Army 
vehicles  and  hearing  about  the  Buffalo 
Soldiers,”  said  Billy  Nelson,  a Westland 
resident  scheduled  to  ship  out  in  August. 

Terry  Echols,  a junior  at  Wayne  Memo- 
rial High  School  said  he  thought  the  tour 
was  very  interesting  and  said  he  especially 
liked  the  big  guns  on  the  tanks.  Pedro  Solis, 
a cousin  of  a DEP  member,  said  he  too  was 
now  interested  in  becoming  a soldier. 

The  Great  Lakes  Recruiting  Battalion 
was  elated  with  the  success  of  the  Mega- 
DEP  event.  “1  didn’t  hear  anything  but  posi- 
tive comments  about  the  tour,”  said 
McIntyre.  “Since  the  event  provided  re- 
cruits and  parents  a forum  to  ask  any  nag- 
ging questions  that  might  have  been  both- 
ering them,  it  may  even  wind  up  helping  us 
combat  DEP  losses,”  he  said.  ^ 


Dearborn  Company  recruiter  SFC 
Warren  Chisholm  stands  in  formation 
with  DEP  soldier,  Brandon  Catlin,  a se- 
nior at  Bedford  High  School. 
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Honolulu 
Luncheon  Yields 
Recruiting 
Benefits 

Story  and  photo  by  Ray  Graham 
Honolulu  Recruiting  Company 

How  do  you  generate  free  publicity  in  high 
school  newspapers;  impart  information  about  the 
Army  to  high  school  COls;  enhance  rapport  with 
high  school  principals  and  faculty;  generate  Army 
publicity  in  local  commercial  print  and  broadcast 
media,  and  recognize  talented  high  school  journal- 
ism students  - all  in  one  day?  The  answer  — Con- 
duct a Scholastic  Press  Conference  Journalism  Con- 
test and  Luncheon.  That’s  what  the  Honolulu  Re- 
cruiting Company  has  been  doing  for  the  past  nine 
years. 

The  luncheons  are  conducted  as  COl  events 
and  are  held  at  a local  hotel  banquet  room.  Invita- 
tions inviting  journalism  instructors  and  students 
are  sent  to  each  high  school  principal  on  the  island 
of  Oahu. 

A general  officer  is  invited  as  guest  speaker. 
(This  year  it  was  BG  Robert  Wilson,  Deputy  Com- 
manding General  West,  US  Army  Recruiting  Com- 
mand). The  General  is  encouraged  to  speak  on  an 
Army  topic  of  interest  to  students,  generously  en- 
riched with  a discussion  of  Army  and  Army  Re- 
serve recruiting  incentives.  A press  conference- 
style  question  and  answer  session  follows  the  re- 
marks. 

Each  student  receives  a folder,  which  includes 
the  agenda,  contest  rules,  a bio  on  the  guest 
speaker,  RPIs,  and  a pencil  or  other  PPl  as  avail- 
able. Students  are  asked  to  take  photos  and  write 
a story  about  the  guest  speaker’s  remarks,  and  are 


BG  Robert  Wilson  discusses  the  Army  and  Army  Reserve  programs  to 
students  from  Honolulu  area  high  schools. 


encouraged  to  publish  the  story  in  their  school  newspapers. 

The  education  editor  from  either  of  two  Honolulu’s  daily  newspapers  (the 
Honolulu  Advertiser  or  Honolulu  Star-Bulletin)  is  invited  to  attend  the  lun- 
cheon and  judge  the  entries.  Press  releases  are  sent  to  other  local  print  and 
broadcast  media. 

An  attractive  plaque  is  awarded  to  first,  second  and  third  place  winners, 
and  all  other  entries  receive  an  honorable  mention  certificate.  The  guest 
editor  provides  a congratulatory  letter  to  each  of  the  winners  on  newspaper 
letterhead.  These  items  are  presented  by  the  recruiters  at  the  respective 
schools  during  an  awards  ceremony. 

“Over  the  years,  these  luncheons  have  yielded  large  publicity  and  good- 
will dividends,  and  have  contributed  measurably  to  the  success  of  the  Hono- 
lulu Recruiting  Company,’’  says  MAJ  Robert  E.  Lee  Jr.,  Commander  of  the 
Honolulu  Company, 


Active  and  Reserve 
Teamwork 

Army  Reserve  Recruiter  SGT  Jill  Guilfoyle  and  Active 
Army  Recruiter  SSG  Michael  Hicks  work  together  when 
a prospective  recruit  calls  to  say  she  made  her  decision 
about  joining  up.  The  two  NCOs  from  the  US  Army  North 
Recruitihg  Station  in  San  Antonio  had  been  at  lunch  when 
the  prospect  called  Guilfoyle’s  cell  phone.  While  Guilfoyle 
worked  the  phone,  Hicks  took  notes  for  her.  Such  team- 
work is  commonplace,  Guilfoyle  said.  She  shares  her 
leads  with  the  Active  Army  recruiters  if  they  prefer  to  go 
into  the  Army  full-time  and  they,  in  turn,  share  any  leads 
who  want  to  go  Army  but  only  do  so  part-time.  (Photo  by 
LTC  Randy  Pullen,  OCAR  PA) 
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TEAMWORK  IN  KANSAS  CITY 


story  by  Laura  Blunt, 

Kansas  City  Bn  A&PA 

The  Kansas  City  A&PA  Office, 
headed  by  Gary  Bloomfield,  is  very 
active  in  local  radio  promotions  and 
events  in  Kansas  City  and 
surounding  areas.  “We  rely  heavily 
on  local  Reserve  units  to  provide 
support,  in  the  form  of  personnel, 
vehicles,  and  equipment,”  says 
Bloomfield.  “These  collaborations 
are  not  only  important  to  the  Active 
Army  and  Army  Reserve,  but  to  the 
community  as  well.  The  positive  ex- 
posure increases  community  aware- 
ness of  what  the  Army  does,  how 
they  train,  and  what  resources  are 
available.”  (Left)  SSG  Chris  Larsen, 
KQRC  Radio  Personality  “Tard,”  SSG 
Greg  Riordan,  and  SGT  Walter  Level 
at  the  1999  St.  Patrick’s  Day  Parade 
in  Kansas  City.  For  three  hours,  the 


disc  jockey  was  suspended  as  a human 
float,  high  over  a crowd  of 400,000  people, 
hoisted  by  a crane  from  the  Army  Reseiv  e’s 
1 29th  Transportation  Company.  Everyone 
has  heard  the  maxim  “There’s  no  1 in 
TEAM.”  Teamwork  has  always  been  the 
focus  of  the  Army,  whether  talking  about 
Active,  Reserve  or  guard  forces.  Develop- 
ing effective  working  relationships  with  in- 
dividuals and  groups  from  the  general  pub- 
lic serves  as  a huge  advantage  for 
recrutiers;  they’re  able  to  determine  the 
needs  and  interests  of  future  enlistees,  and 
in  turn,  the  public  is  presented  with  fea- 
tures and  benefits  of  Army  life.  Involve- 
ment in  community  events  assists  recruit- 
ers in  taking  Army  products  and  its  image 
to  prospects,  instead  of  trying  to  bring  them 
into  the  office.  Being  available  to  the  pub- 
lic in  these  forums  helps  the  recruiters  es- 
tablish rapport  and  credibility  with  possible 
enlistees,  (photo  by  SSG  Paul  Vanover)  ^ 


SOLDIER  CARVES 
NICHE  IN 
COMMUNITY  BY 
CARING 

Photo  and  Story  by 
Garry  Luke,  Syracuse  Bn  A&PA 

Every  recruiter  has  a style,  a niche  if 
you  will.  SSG  Gustavo  A.  Reina  is  no  dif- 
ferent. For  14  months,  the  Buffalo  recruiter 
has  found  satisfaction  in  helping  people. 
“There  are  young  men  and  women  out  there 
who  may  not  have  the  opportunity  to  go 
to  school  or  get  a good  job,”  says  Reina. 
Becoming  involved  in  his  community  is  his 
key  to  contacting  more  people. 

Through  the  age  of  20,  he  spent  most  of 
his  time  in  Argentina  and  Canada  before 
moving  back  to  the  US  to  join  the  Army.  He 
has  mastered  the  English  language  and 
jumped  right  into  the  local  community  by 
getting  involved  with  the  Hispanics  United 
of  Buffalo. 

He  helps  young  Hispanics  learn  English 
as  a second  language,  works  with  school 
General  Educational  Development  pro- 
grams, does  interviews  on  Hispanic  radio 
stations  and  gets  publicity  in  the  local  His- 


panic newspaper.  One  of  the  things  he  tells 
young  Hispanics  is  to  read  as  much  as  they 
can  and  stay  in  school  and  away  from 
drugs. 

“Depending  on  the  needs  of  the  Army,  I 
vary  my  topic,”  he  says.  “Sometimes  it  is 
the  college  market,  other  times,  it  is  the 
graduate  or  Hispanic  market.” 

Reina  has  helped  organize  a march 
against  drugs  for  the  Hispanic  community, 
with  a second  planned  for  late  summer. 

The  Hispanic  market  is  not  his  only  av- 


enue of  success.  He  has  been  actively  in- 
volved in  the  Native  American  Community 
Services,  organizing  a very  successful 
Christmas  toy  drive. 

Reina,  a seven-year  Army  veteran  with 
assignments  in  Korea,  Hondruas  and  Fort 
Hood,  talks  with  local  COls  about  the  mul- 
titude of  opportunities  in  the  Army,  regard- 
less of  race,  color,  or  religion.  His  involve- 
ment in  this  community  and  the  concern 
for  others  has  led  to  his  popularity  in 
Buffalo.  25 
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SSG  Scott  Carlton  and 
SSG  Michael  Glow  have 
some  fun  with  Kansas 
City  Royals  mascot 
Sluggerrrrrr  at  Army 
Awareness  Day  at  Roy- 
als Baseball  Stadium. 
They  set  up  a static  dis- 
play with  two  HUMMWVs 
in  the  stadium  parking  lot 
and  visited  with  area 
youth  to  raise  community 
awareness  about  the  US 
Army.  Other  recruiters 
were  also  on  hand,  par- 
ticipating in  a Color  Guard 
before  the  game  as  well 
as  a picnic  for  Delayed 
Entry  program  recruits. 
(Photo  by  Gary 
Bloomfield,  Kansas  City 
Bn  A&PA) 


Above:  Jason  Stover  of  Raytown,  Miss.,  learns  to  operate  a 
HUMMWV  at  the  Team  Drag  Races  at  the  Kansas  City  Interna- 
tional Raceway.  Reserve  soldiers  from  the  129th  Transporta- 
tion Company  talked  to  area  youth  at  the  event,  where  high  school 
students  compete  in  drag  races  sanctioned  by  the  local  police. 
(Photo  by  Laura  Blunt,  Kansas  City  Bn  A&PA)  ^ 


Below:  SFC  Mark  Jordan  congratu- 
lates two  of  his  DEP  soldiers,  PVT 
Nikia  Byers  (left)  and  PVT  Katie 
Bugosh  (right)  for  their  recent  beauty 
pageant  wins.  Byers  and  Bugosh  will 
both  serve  as  Army  Reserve  Civil  Af- 
fairs Specialists.  They  will  also  learn 
to  help  in  humanitarian  aid,  govern- 
ment stabilization  and  casualty  pre- 
vention efforts.  (Photo  by  Pepper 
Bugosh) 
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1.  Of  the  following,  who  is  authorized  to  do  telephonic 
education  verification  for  a USAR  ap- 
plicant, currently  a high  school  se- 

n i 0 r ? 

a.  Station  commander 

b.  USAR  guidance  counselor 

c.  Education  specialist  assigned  to  USAREC 

d.  Battalion  master  trainer 

2.  An  applicant  currently  in  the  ROTC  MS  III  schol- 
arship program  is  authorized  to  enlist  for  ROTC/ 

SM  P. 

a.  True 

b.  False 

3.  If  an  IRR  soldier  requesting  transfer  to  an  USAR 
TPU  is  flagged  for  physical  training  (PT),  who  to 
authorized  to  perform  the  PT  test? 

a.  Soldier  does  not  need  one  to  transfer  from  the  IRR 

b.  Senior  guidance  counselor 

c.  TPU  commander 

d.  Recruiter  of  credit 

4.  For  USAR  applicants,  which  documents  can  be 
used  to  verify  all  periods  of  active  and  inactive  mili- 
tary service? 

a.  DD  Form  214 

b.  NGB  Form  23 

c.  DA  Form  215 

d.  A and  C 

5.  Who  is  responsible  for  the  disposition  of  USAR 
members  who  fail  to  report  to  their  unit  or  to  the 
MEPS  for  entry  on  initial  active  duty  for  training 
(lADT)? 

a.  Recruiting  battalion 

b.  USAR  recruiter 

c.  USAR  guidance  counselor 

d.  The  USAR  chain  of  command  (i.e..  Troop  Program 
Unit  (TPU)  commander) 

6.  Prospecting  is  broken  down  into  two  general 
categories.  What  are  they? 

a.  Telephone  prospecting,  face-to-face  prospecting 

b.  Telephone  prospecting,  referrals 

c.  Face-to-face  prospecting,  referrals 

d.  Referrals,  leads 

7.  RN  who  have  malpractice  suits  pending  are  eligible 
for  enlistment. 

a.  True 

b.  False 


8.  To  qualify  for  participation  in 

FIRAP  soldiers  must  not  be  more  than  25 

years  of  age. 

a.  True 

b.  False 

9.  What  form  does  the  recruiting  station  commander 
use  as  a means  to  manage  the  DEP  and  DTP  pool? 

a.  USAREC  Form  818 

b.  USAREC  Form  611 

c.  USAREC  Form  636A 

d.  USAREC  Form  762 

10.  Recruiting  station  commander  will  accompany 

recruiters  to  their  assigned  schools  at  least . 

a.  Once  a year. 

b.  Once  a month. 

c.  Once  every  six  months. 

d.  Once  a week. 

11.  When  applying  a pressure  dressing,  it  should  be 

applied  over  the  wound  for to minutes. 

a.  5 to  10 

b.  10  to  15 

c.  1 5 to  20 

d.  20  to  25 

12.  When  treating  someone  for  frostbite,  you  should 
quickly  warm  the  injury. 

a.  True 

b.  False 

13.  The  M34  WP  smoke  grenade  can  produce  casual- 
ties up  to meters  away. 

a.  15 

b.  20 

c.  25 

d.  35 

14.  The  hasty  fighting  position  should  be  in  a small 

depression  or  hole  at  least meters  deep. 

a.  1/2 

b.  1 

c.  2 

d.  3 

15.  Which  of  the  following  is  not  a symptom  of  heat 
exhaustion? 

a.  Loss  of  appetite 

b.  Nausea  with  or  without  vomiting 

c.  Muscle  cramps  of  the  arms,  legs,  or  abdomen 

d.  Profuse  sweating  with  pale,  moist,  cool  skin 

The  answers  to  this  month's  Test  can 
be  found  on  the  inside  back  cover. 
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MorreU  Awards 

RSM  May  1999 
NEW  ENGLAND 

SFC  Ronald  V.  Liberty  Jr. 


Albany 

SFC  Jeffrey  C.  Hunnewell 

Baltimore 

SFC  Arcillious  Redding 

BECKLEY 

ISG  Samuel  S.  Dininno 
SFC  Garry  L.  Cole 
SFC  Andre  A.  Owens 
SFC  Jamie  L.  Whitehead 

COLUMBIA 

SFC  Alejandro  Velazquez 

HARRISBURG 

SFC  Diane  Lori  Rendick 

LOS  ANGELES 

SFC  Michael  James  McKeegan 


NEW  YORK  CITY 

SFC  Donovan  Anthony  Lane 
SFC  Willie  David  Sullivan  II 

OKLAHOMA  CITY 

SFC  Neldia  S.  Watson 

PITTSBURGH 

SFC  Anthony  R.  Porchia 

SACRAMENTO 

SFCNageeH.Lunde 
SFC  William  E.  Rowe 

SALT  LAKE  CITY 

SFC  William  R.  Johnson 


3rd  AMEDD 

SFC  Joseph  M.  Boyles 
SFC  Gary  N.  Creditor 
SFC  Daniel  S.  Toy 

5th  AMEDD 

SFC  Antonio  L.  Dixon 

6th  AMEDD 

SFC  Edward  A.  Jarman 
SFC  William  G Petropulos 

SPECIAL  OPERATIONS 

SFC  James  Adcock 
SFC  Mitchell  Briant 
SFC  Phillip  McNelis 
SFC  Steven  Ruch 
SFC  Andy  W.  Wilson 


Recruiter  Rings 


RSM  May  1999 


PITTSBURGH 


BECKLEY 

SFC  David  K.  Holstein 
SFC  Roger  L,  Willet 
SSG  David  E.  Wingrove 

CLEVELAND 

SSG  Timothy  L.  Sizemore 

COLUMBIA 

SFC  Kellie  R.  Hunt 

COLUMBUS 

SFC  Larry  D.  Carman 


SFC  Michael  R.  Barnes 
SFC  Spencer  Rowley 
SFC  Carl  E.  Savage 
SSG  Thomas  E.  Kingdom 

PORTLAND 

SFC  Kristine  A.  Kettlewell 

SACRAMENTO 

SSG  Johnny  F.  Sullivan 

SALT  LAKE  CITY 

SFC  Kenneth  J.  Buckey 

TAMPA 

SFC  Lyndon  Townsend 


DENVER 

SFC  Dirk  Vandenbos 


MILWAUKEE 

SFC  Michael  L.  Newby 


2nd  AMEDD 

SFC  Angel  O.  Velez 


LOS  ANGELES  NASHVILLE 

SSG  Richard  C.  Kreiberg  SSG  Paul  W.  Bennett 


5th  AMEDD 

SFC  Christopher  A.  Bottoms 
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Gold  Badges 


RSM  May  1999 


ALBANY 


LOS  ANGELES 

SFC  Lamonte  Chaney 

Mm  ATLANTIC 

SSG  Sidney  Johnshon 


SFC  Jason  A.  Gilbert 

ATLANTA 

SFC  Phillip  Doyle 

BECKLEY 

SFC  Kevin  Smith 

CLEVELAND 

SSG  Sean  P.  Barrett 

COLUMBIA 

SFC  William  Wyatt 

DALLAS 

SSG  Paul  A.  Dileo 
SSG  David  W.  Rice 
SGT  Terry  L.  Smith 


MILWAUKEE 

SSG  Kevin  W.  Moore 

NASHVILLE 

SGT  Gene  Gartman  Jr. 

OKLAHOMA  CITY 

SSG  Michael  A.  Calabrisi 
SSG  Robert  E.  Hilliard 
SSG  Michael  L.  Scoles 

PITTSBURGH 

SSG  Randy  L.  Fultz 

RALEIGH 

SFC  Erik  S.  Shay 
SSG  James  D.  Knott 


GREAT  LAKES 

SEC  Patricia  Crowe 
SFC  Elsie  Whitaker 
SSG  Mike  Dudzik 
SSG  Rodney  D.  Harris 

HOUSTON 

SSG  James  D.  Kates 
SSG  Gerald  C.  Phillips 
SSGKermitA.  Washington 

JACKSONVILLE 

SSG  William  Benda 
SSG  Louie  Gill 
SSG  Linwood  Gulley 
SSG  Donte  Harris 
SSG  Gilberto  Marquez 
SGT  Patrick  Shelmon 


SEATTLE 

SEC  Bruce  K.  Johnson 
SFC  Ferris  A.  Potts 
SSG  John  C.  Chinn 

SOUTHERN  CALIFORNIA 

SSG  Charles  E.  Lewis 
SGT  Kurt  A.  Lemke 

TAMPA 

SFC  Mose  W.  King 
SFC  Pamela  L.  Tyson 
SSG  Anthony  W.  Bess 
SSG  Jose  Young 
SGT  Octavio  Mejia-Gonzales 

SPECIAL  MISSIONS 

SSG  John  A.  Haymond 
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Quality  Volume  - The  Key  To  Our  Success 

Headquarters  U.S.  Army  Recruiting  Command 

RSM  MAY  1999 

1ST  2D  3D  5TH  6TH 


TOP  RA  RECRUITER 


SSG  Florsheim,  T. 
(New  England) 

SSG  Hill,  G. 
(Columbus) 

SSG  Clark,  R. 
(Cleveland) 

SSG  Daniels , R. 
(Oklahoma  City) 

SEC  Delacruz, 
(Portland) 

TOP  USAR  RECRUITER 

SGT Neisen,  M 
(Beckley) 

SSG  Merle,  R. 
(Columbia) 

SGT  Rouse,  M. 
(Milwaukee) 

SEC  Hannah,  J. 
(San  Antonio) 

SSG  Dawson, 
(Portland) 

Hurricane 

(Beckley) 

Hines  ville 
(Jacksonville) 

TOP  LPSC 

Bell  Air 
(Great  Lakes) 

Kansas  City 
(Kansas  City) 

Guam 

(Portland) 

TOP  OP  SC 

Europe 

(Albany) 

Ozark 

(Montgomery) 

Alliance 

(Cleveland) 

Nacogdoches 

(Houston) 

Santa  Monica 
(Los  Angeles) 

TOP  AM  EDO 

Richmond 

Geoi^ia 

Indianapolis 

San  Antonio 

Northern  Cal 

Answers  toThe  Test 

1.  c,  AR  601-210,  chap  2,  2-7  (e) 

9.  b,  USAREC  Reg  350-7,  appendix  J-1 

2.  False,  AR  601-210,  chap  10,  10-6 

10.  a,  USAREC  Reg  350-7,  para  4-12 

3.  c,  USAREC  Reg  140-3,  Chap  5,  (4) 

11.  a,  STP  21-1,  page  497 

4.  d,  AR  601-210,  Chap  3,  3-20,  2,  (a) 

12.  False,  STP  21-1,  page  493 

5.  d,  USAREC  Reg  601-95,  Chap  2,  2-2,  (d) 

13.  d,  STP  21-1,  page  183 

6.  a,  USAREC  Reg  350-6,  para  3-7 

14.  a,  STP  21-1,  page  245 

7.  False,  USAREC  Reg  601-37,  para  5-25 

8.  True,  USAREC  Reg  601-103,  para  6f 

15.  c,  STP  21-1,  page  490 

